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In this update, I’d like to talk to you about how your voice will 
continue to be represented as we work closely with the Government 
to influence the shaping of FOFA legislation, and the impending 
launch of our national advertising campaign to support FPA 
members.

Advocacy that gets results
It has always been key to our approach with the Government that 

we maintain a respected and influential voice at the table with 

the Minister and his advisers. To this end, you might think of the 

FPA more as ‘quiet achievers’ than ‘militant combatants’ in the 

consultation process. To be the latter would discredit our views and 

diminish our influence, and this is clearly not in the best interests of 

our members and consumers.

While our approach means that we might not have the noisiest profile 

in the press, it serves to maintain the strong and close relationship 

we have with the key decision-makers, which, frankly, is much more 

important to you - our members - in the lobbying process.  

The bottom line for our members is that you can be assured that your 

voice is being heard, loud and clear, by those who matter. Of course, 

the proof of this approach is in the results we’re achieving:  

• Our collective voice has been clearly acknowledged regarding our 

opposition to opt-in. While the Government is unlikely to reverse this 

policy, it is working closely with us to ensure that its implementation 

minimises additional and onerous processes for planners and their 

clients.

• In addition to our key efforts on FoFA, the past 12 months alone 

has seen us submit detailed submissions and policy positions on 

over 20 different Government reviews, represented members on 

11 different Government and industry committees, and voiced our 

position on your behalf in over 40 meetings with government, the 

regulator, the opposition and other key stakeholders.

As we go to press, we are also anxiously awaiting the release of the 

Government’s draft legislation on FoFA, and we will continue to work 

closely with all parties to shape and influence its outcome.

September is the time to make our stand
A cornerstone of our ‘new FPA’ strategy is our commitment to raise 

the standing of our profession in the hearts and minds of consumers. 

To date, over 2000 members have been consulted on our proposed 

advertising approach and we will launch the campaign in the national 

and regional media in September.

The crux of our message is that not all financial planners are the 

same. The FPA is Australia’s leading professional community 

of financial planners and FPA financial planners work to higher 

professional and ethical standards. Therefore, the benefit is 

that consumers can have peace-of-mind knowing that their FPA 

financial planner knows what they’re doing and will do the right 

thing by them.

Importantly, this campaign is not about making empty promises. 

The entry criteria and ongoing CPD requirements for AFP® and CFP® 

practitioners, who form the bedrock of our membership, means that 

the substance behind our claim is indisputable.  

The advertising has been consumer-tested to give us full confidence 

that our message will be well-received and will appear in metropolitan 

and regional TV, newspapers, magazines and websites throughout 

September. We will follow it up with awareness tracking research 

to measure its effectiveness, and report back to you on what the 

campaign has achieved.

Your contribution through the advertising levy included in your 

membership renewal fee has made this important initiative possible 

and we are committed to making sure that you are delighted with the 

results. Please remember that where ever you are in Australia, if you 

have a television, you will see the advertisement, as we have ensured 

that we have full coverage of metropolitan and regional television.

In our upcoming e-newsletters, we’ll give you more details and outline 

ways to become involved with the campaign locally, so look out for 

further information coming soon.  

Mark Rantall CFP®

Chief Executive Officer

CHAMPIONING THE CAUSE 
OF PROFESSIONALISM
August promises to be another exciting month for the FPA and our members. 
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To promote future growth of the financial planning 

profession, the FPA has teamed up with AMP to 

launch a financial planning competition open to 

university students.

The AMP University Challenge will be run through 

AMP’s Horizons Academy with the aim of increasing 

the awareness of financial planning as a career among 

tertiary students.

The challenge is open to any university students in 

the country provided they are not already authorised 

representatives of a financial planning firm. Students 

can complete the challenge either individually or in 

teams of up to three, which will likely require between 

15 and 30 hours or work.

Students are required to present a short scoped 

advice discussion paper, including modelling and their 

recommendations, in relation to a hypothetical scenario.

The winning individual or team will receive a $5,000 

AMP Bank account, free FPA student membership 

for one year, complimentary attendance to the 2011 

FPA National Conference and 2012 AMP Planner 

Conference, and a $1,000 education voucher 

from Financial Review Professional Education. In 

addition, the winning team’s university will also 

receive a $10,000 grant to put towards financial 

planning programs.

Second and third prizes are AMP Bank accounts for 

$2,500 and $1,000 respectively, and free FPA student 

membership for a year.

“The AMP University Challenge brings together financial 

planning professional bodies, leaders in the field and 

a potential new generation of planners. It provides a 

unique opportunity for students to find out what it’s 

really like to provide financial advice and appreciate the 

positive impact it can have on people’s lives,” said AMP 

Horizons Academy director Tim Steele.

With approximately 200,000 students enrolled in 

business related university programs, but less than 

300 graduates entering into a financial planning career 

straight from university each year, Steele believed the 

challenge could raise the profile of financial planning 

as a career choice among universities and students.

“We’re really excited about this competition,” said FPA 

Chief Professional Officer Dr Deen Sanders. “As well as 

engaging bright young minds in the complex challenge 

of financial planning, it works towards some of the 

FPA’s broader objectives in terms of enhancing the 

professionalism of financial planning through university 

aligned CFP education that raises the education bar.”

The competition opens on 25 July with the winners 

announced on 19 October. For more information, go to 

www.universitychallenge.com.au

University Challenge ready to test students’ skills

Connect with Vanguard™ 
The indexing specialist > vanguard.com.au/etfs > 1300 655 205

© 2011 Vanguard Investments Australia Ltd (ABN 72 072 881 086 / AFSL 227263 / RSE Licence L0001335) (“Vanguard”) is the product issuer. Vanguard ETFs will only be issued to Authorised Participants, that is, persons who have been authorised as 
trading participants under the ASX Operating Rules.  Retail investors can transact in Vanguard ETFs through a stockbroker or financial adviser on the secondary market. Investors should consider the Prospectus and Product Disclosure Statement (PDS) 
in deciding whether to acquire Vanguard ETFs. Retail investors can only use the Prospectus and PDS for informational purposes. We have not taken individual circumstances into account when preparing this publication so it may not be applicable to your 
clients’ circumstances. You should consider your clients’ circumstances and the relevant PDS and/or Prospectus before making any investment decision. You can access the relevant PDSs and/or Prospectus at www.vanguard.com.au. Past performance 
is not an indicator of future performance. This advertisement was prepared in good faith and we accept no liability for any errors or omissions. Not all articles are prepared by Vanguard so they may not represent our views.‘Vanguard’, ‘Vanguard 
Investments’, ‘Plain Talk’ and the ship logo are trademarks of The Vanguard Group, Inc. © 2011 Vanguard Investments Australia Ltd. All rights reserved.

Introducing Vanguard’s comprehensive range of ETFs – with low fees across the board.

Vanguard’s Exchange Traded Funds (ETFs) are a cost-effective 
way to diversify your investments. With seven ETFs now 
trading on the ASX, you can capture market performance 

across Australian shares, international shares, and 
property securities – all while taking advantage of 
Vanguard’s low-cost, diversified approach to investing.    

Tim Steele, 

AMP Horizons Academy
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96 ready for CFP® certification

The China Securities Regulatory Commission 

has loosened the regulations for foreign fund 

managers, private banks and custodians in 

their distribution of products in China through 

domestic banks and foreign bank channels.

As part of the announcement, domestic banks 

will be allowed to distribute foreign managed 

funds and foreign private banks will be able to 

distribute more foreign funds in China by the 

end of this year.

In addition, locally incorporated foreign banks 

can now apply for business licences “based on 

agreements reached during the third round of 

the Sino-US Strategic and Economic Dialogue, 

under which foreign banks enjoy the same 

rights as local banks in distributing [managed] 

funds”, according to the China Securities 

Regulatory Commission.

These changes are expected to pave the way 

for Australian fund managers to increase their 

product offerings in China – the world’s second 

largest and fastest growing wealth market.

On 23 June, 96 FPA members received the news ‘Standard 

Satisfied’, meaning they had been successful in the CFP 

Certification Assessment conducted in April and can now apply to 

become CFP® practitioners. Assessors commented favourably on 

the high standard of the assignments presented.

Enrolments for the next Certification Assessment offer students a 

new full-year option. The combination of a large assignment with 

a comprehensive three-hour examination makes this a sizeable 

undertaking for any candidate. Not only is there a large workload 

to manage, but also the demands of work and family as well.

Students can choose to complete a single semester or to complete 

the Assignment and Observation in one semester and the 

Examination in the next semester.

Enrolments for the CFP Certification Program are open until 29 

July with a final close date of 5 August.

 The FPA congratulates the following members who have been admitted as CERTIFIED FINANCIAL PLANNER® practitioners.

NSW
Minh Ly CFP®

AMP

Yiting Xue CFP®

AMP

Craig Sawyer CFP®

Lawler Financial Services

Cheyne Whitford CFP®

SWA Financial Planning

Joanne Kenderes CFP®

Macquarie Private Wealth

Ben Maw CFP®

BPM Financial

Matthew Taylor CFP
Centric Wealth Advisers 

Wing Ling Lau CFP®

Edward Yi Financial Services

Le (Natalie) Vongpraseuth CFP®

Legan Financial Services

Gregory Nunan CFP®

Centric Wealth Advisers

SA
Stephanie Jones CFP®

Wealth By Design

Joseph Walsh CFP®

Intervest Financial

Paul Garner CFP®

Westpac

Neil Richardson CFP®

Dover Madison Financial 
Services

Daniel D’Amato CFP®

Westpac

Richard Staunton CFP®

Macquarie Private 
Wealth

NT
Sean Cowling CFP®

Westpac

QLD
Brett Irvine CFP®

WHK

Marissa Lyons CFP®

NAB Private Wealth

Dennis Renbo CFP®

WHK Financial 
Planning

VIC
Margarita Efe CFP®

Dixson

Nicholas Andrews CFP®

RSM Bird Cameron 
Financial Services

Jarrod Jeremiah CFP®

Complete Wealth

Nigel Judd CFP®

Bridgeport Financial 
Services

Jessica Hall CFP®

Income Solutions

Lonnie Clark CFP®

VicSuper

Christine Freestone CFP®

VicSuper

Jessica Higgins CFP®

VicSuper

Stuart Williamson CFP®

Western Pacific 
Financial Group

Gabriella Villani CFP®

Donohue Financial 
Planning

China levels wealth 
management playing field
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Eighty-one per cent of financial 

advisers believe financial markets 

will improve during the new financial 

year, compared to just 47 per cent of 

investors.

This was one of the key findings to 

come from a recent Count Financial 

survey of its adviser network, which 

found the most common client 

concerns were how to minimise tax, 

likely market performance and planning 

a comfortable retirement.

“Looking ahead to tax planning over 

the next 12 months, the survey results 

showed the most recommended 

adviser tax strategies are concessional 

superannuation contributions, and 

transition-to-retirement pension 

strategies,” with both strategies 

recommended by 95 per cent of 

advisers, according to Count Financial 

senior executive, business development 

and marketing, Lee Tonitto.

“Fewer advisers are recommending 

strategies such as margin lending 

(16 per cent) and negatively geared 

property investments (24 per cent),” 

Tonitto said.

The survey findings found that financial 

planning clients were more focused 

on ways to legitimately minimise their 

tax, with 68 per cent of advisers 

listing this as one of three top client 

concerns. This was followed by future 

share market performance (57 per 

cent), how much is needed to retire 

comfortably (54 per cent), and whether 

clients should set up a self-managed 

superannuation fund (54 per cent). 

“Importantly, 69 per cent of advisers 

say clients are concerned with the 

independence or non-alignment of their 

financial adviser, with only 20 per cent 

unconcerned and 11 per cent unsure,” 

said Tonitto.

Investors bearish 
on outlook

Carbon Permits to be regulated as financial products 

By Su-King Hii

The Federal Government’s Climate Change Plan 

has largely centred on the fixed price of carbon, the 

transition to an emissions trading scheme (ETS), and 

compensation for households and investments in the 

clean energy sector. However, one of the areas of the 

reform package that receives little attention and which 

is very significant for the financial services industry is 

the proposal to regulate carbon permits as financial 

products under the Corporations Act 2001.  

The way carbon permits work is that the Government 

will issue permits (where one permit corresponds to one 

tonne of carbon pollution produced) each year which 

will be limited by a cap on annual carbon pollution. The 

price of such permits will be fixed for the first three 

years, and thereafter, will be determined by the market 

through the transition to an ETS. Businesses will also 

be able to access international markets to buy permits 

that will represent credible carbon pollution reduction 

internationally.  

Readers may be surprised to learn that draft legislation 

(The Carbon Credits (Consequential Amendments) 

Bill 2011) is already before Parliament to designate as 

‘financial products’ certain carbon credits (as opposed 

to permits), such as eligible international emissions 

units and credit units attributed to certain native forest 

protection projects and emissions avoidance offsets 

projects.

It is very likely that the reform package will pass Federal 

Parliament. What this means for the financial services 

industry is that the providers of financial services in 

respect of carbon permits and credits will be required 

to be expressly licensed or authorised. Advisers will 

therefore need to comply with the licensing, conduct 

and disclosure obligations under Chapter 7 of the 

Corporations Act, such as the need to provide a 

Financial Services Guide (FSG) and Product Disclosure 

Statements (PDS) in respect of these products, where 

applicable. Furthermore, these products will also likely 

be brought within the consumer protection provisions of 

the ASIC Act, giving ASIC a wide power to oversee the 

provision of services in respect of carbon products.   

There are already moves underway to establish carbon-

based derivative markets whereby various instruments 

are created over the permits and credits, such as 

forward contracts to lock in the future price of carbon 

products, or for hedging purposes.  

Importantly, the carbon permits will be ‘personal 

property’ with no expiry date, transferable, have a unique 

identification number, can be the subject of a mortgage 

or charge, and be represented by an electronic entry in 

the National Registry of Emissions Units.

While this reform represents an exciting development 

for the financial services industry, advisers who wish 

to extend their product offerings and services in these 

products may need to, in due course:

• consider the need to apply for variation of their AFS 

licence or become an authorised representative of 

another licensee with the appropriate authorisations;

• appoint suitable responsible manager(s) with the 

relevant qualification and experience in advising in 

these products;

• prepare or update their FSGs and PDSs, as 

applicable;

• review and update their compliance framework and 

risk management to take into account the new products; 

• provide training in the new products; and

• develop an understanding of the intricacies of the 

domestic and international carbon markets, including 

the benchmark and standards used to verify the 

creation and pricing of units.  

Brokers of carbon permits and credits, and those 

wishing to establish carbon trading and advisory 

businesses, or a carbon fund, will most likely be caught 

under the licensing and disclosure regime.  

Planners should make adequate preparation and 

planning for the introduction of this important reform. 

Su-King Hii is principal of Innoinvest Consulting.

––  Brokers of carbon permits and 
credits, and those wishing to establish 

carbon trading and advisory businesses, 
or a carbon fund, will most likely 

be caught under the licensing and 
disclosure regime.  



THE NEW FPA

8 | financial planning | AUGUST 2011 

As part of its mandate by members to move to a 
professional association, from July 1 this year, the 
FPA has introduced the Professional Practice brand, 
which will assist practitioner members to clearly 
identify their business as a high quality, professional 
financial planning practice, adhering to the highest 
codes of professional conduct.

FPA Chief Professional Officer Dr Deen Sanders says 

the decision to introduce this Professional Practice 

brand was in recognition of the grassroots community 

level at which planners interact with their clients.

“Some consumers will access a financial planner 

through a website because of the strength of the 

brand of a firm or the institution behind them. But 

consumers become clients of a planner because they 

make the decision that they want to deal with you as 

an individual – they want to have a direct, personal 

relationship with you,” Sanders says.

“By shifting our focus to the personal professional 

service that planners provide, we’ve opened up 

the opportunity to recognise not only that financial 

planning is a personal service but it’s a ‘local’ 

service as well,” he says. “A client steps through 

the door of their local financial planning office in 

Ballarat, Brisbane or Broken Hill because that’s 

where they are and they want to put their trust in a 

local relationship with somebody who knows them, 

their family and their community.

“So when you begin to appreciate that financial 

planning is not a ‘financial product’ but is instead 

a local professional service, you then have to start 

thinking about how you recognise those businesses 

that excel at this local level. And you have to start 

thinking about how you encourage consumers to 

go to the right practice to find their professional 

financial planner.”

Out of this thinking was the genesis of the Professional 

Practice brand.

Sanders concedes that while consumers can find 

their local practitioner by using the ‘Find-a-Planner’ 

function on the FPA website, what the FPA wasn’t 

doing was providing the next step which was helping 

consumers to identify which practices adhered to the 

highest levels of professionalism. FPA Professional 

Practices was created to provide consumers with a 

‘short cut’ to find these. 

“It’s the idea that consumers deserve to know not just 

that they’re getting advice from a financial planning 

professional but they are getting advice from a 

professional who is supported by the practice they 

work in,” says Sanders. “That’s the key message with 

this model.”

Similar models are already in play with other 

professions, like CPA and CA practices, and that, 

says Sanders, is what the FPA is looking to create in 

financial planning.

Criteria  
In order for a practice to be recognised as a 

Professional Practice, it must first meet three criteria. 

These are:

1. Eligibility
A financial planning practice must have at least 75 

per cent of planners registered as FPA members, 

with 50 per cent of the practice’s planners either 

being a Certified Financial Planner or in the process 

of achieving the CFP® designation. The practice 

must also be prepared to fulfil and commit to all the 

requirements of being a Professional Practice.

2. Commitment
Practices must enter into a commitment with the 

FPA by signing an agreement to be a Professional 

Practice. This agreement includes rules around 

maintaining their eligibility to the brand by agreeing 

to, satisfying and upholding the criteria of being a 

Professional Practice.

3. Ongoing
Practices must agree to participate in the Quality 

Practice Audit Program (QPAP), which includes an 

annual desk audit and a physical field audit at least 

once in every five year cycle or more frequently based 

on identified risks. 

“While this criteria only relates to practices, don’t 

forget that over and above this are the individual 

practitioners who, by association with the practice, 

are also agreeing to be a party to this,” Sanders adds. 

“So the strength of the Professional Practice brand is 

also underpinned by knowing that 75 per cent of the 

practitioners inside the practice uphold the Code of 

Professional Practice and that 50 per cent have met 

the rigorous education and commitment requirements 

to be a CFP®.”

Pre-registration
The Professional Practice brand was first promoted 

to members during the national roadshow earlier 

this year. And while the program is still in its infancy, 

having only been running since July 1, what is 

pleasing to the FPA has been the 500 practices that 

have already pre-registered for the brand. 

While there is no cost to pre-register to become a 

Professional Practice, there is a cost per practice to be 

involved in this program. For practices accepted into the 

program, the annual fee is $880 (based on a 12-month 

financial year) per practice and $110 per planner 

A new initiative by the FPA will make it easier for consumers to identify financial planning practices 
that adhere to the highest standards of professionalism. Dr Deen Sanders spoke to Jayson Forrest 
about the Professional Practice brand. 

THE BRAND OF PRACTICE 
PROFESSIONALISM

Dr Deen Sanders,

FPA 

Continued on p10
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employed in the business, regardless of whether they 

are an FPA member or not.

Acceptance into the program will enable practices to 

use the FPA Professional Practice logo in conjunction 

with their practice name on signage and business 

stationery. The benefits for consumers of dealing with a 

Professional Practice are outlined on the FPA’s website. 

Next month, the FPA will launch a new function 

that sits alongside the ‘Find-a-Planner’ function 

on the website, which will enable both planners 

and consumers to locate their nearest Professional 

Practice.

“The feedback so far shows us that this is 

phenomenally exciting for individual practices,” 

says Sanders. “It has reinforced to the FPA 

that individual practices really want to adhere 

to the criteria and identify themselves as 

being professional. We expect the Professional 

Practice brand to be a genuine differentiator in 

the marketplace. It will give greater confidence 

to consumers knowing they are dealing with 

a practice that adheres to these principles of 

professionalism.”

Although 500 practices may have pre-registered for 

the Professional Practice brand, it’s no guarantee 

they will be granted the entitlement to use the 

brand. As Sanders points out, they must first meet 

the criteria and he acknowledges that not everyone 

will. That’s why the FPA will allow practices a three-

year period in which to transition across to the full 

criteria, provided they supply the FPA with a plan 

to show how they will meet this criteria within the 

three-year period.

Practices that meet the full eligibility criteria 

have been sent an invitation to join the program. 

However, Sanders is quick to state that admission to 

this program is “not a numbers game”. “It’s all about 

quality – having the right practices that adhere to the 

criteria of the Professional Practice brand.”

Community confidence
Above all else, Sanders emphasises that the 

Professional Practice brand is aimed at individual 

practices, not licensees or dealer groups. 

“This is all about differentiating quality practices at 

the local community level,” Sanders says. “We want 

consumers to know which practice door to walk 

through to get quality advice. We want this to be 

recognised as a pinnacle brand. 

“When you line up a practice’s professional commitment 

with individual membership of the profession within the 

practice, you get this extraordinarily beneficial synergy. 

It’s a straight line formula: the more practitioners who 

are CFPs and members of the FPA, the lower the risk 

of the advice, the better quality of the advice and better 

consumer outcomes.”

Sanders believes that within time, a Professional 

Practice will become an “employer of choice”, with 

both current and future employees to the business 

reassured by the practice’s adherence to higher 

professional standards. 

For further information on the Professional Practice 

brand or to register your interest, go to www.fpa.asn.au. 

This year’s FPA Melbourne Chapter Grand Final Lunch promises to be yet another great afternoon of entertainment and 
networking. It’s on at Etihad Stadium on Monday 26 September from 11.45am - 3pm. Places are limited so book now by 
contacting Fosca Pacitto on (02) 9220 4537 or by emailing events@fpa.asn.au

Gold Sponsor

Melbourne Chapter 2011
AFL GRAND FINAL LUNCH



The more you look at it, 
the better it gets.

MLC Diversifi ed Debt Fund.

Past performance is not indicative of future performance. The value of an investment may rise or fall. * MLC Wholesale Diversifi ed Debt Fund. Data as at 31.05.11. 

Based on month end redemption prices, takes into account fees and assumes income is reinvested. Information provided by MLC Limited, ABN 90 000 000 402 AFSL 230694, 105-153 

Miller Street, North Sydney NSW 2060. Any advice in this communication has been prepared without taking account of individual objectives, fi nancial situation or needs. It should not be 

relied upon as a substitute for fi nancial or other specialist advice. Before making any decisions on the basis of this communication, you should consider whether this product is appropriate 

for you. You should obtain a Product Disclosure Statement (PDS) issued by MLC Investments Limited, ABN 30 002 641 661 or MLC Nominees, ABN 93 002 814 959 before deciding 

whether to acquire or hold the product. A copy of the PDS is available by phoning MLC on 132 652 or from mlc.com.au MLC0398/FP

To fi nd out how this fund can benefi t your clients contact your 
MLC representative on 133 652 or visit www.mlc.com.au/divdebt

MLC Diversifi ed Debt Fund*

1 year
7.6%

2 years (pa)
8.8% 

Since inception (pa) 01.04.08
5.7%

You allocate bond funds to a client’s portfolio because you want to diversify and reduce 

risk. But popular benchmark hugging bond funds must invest in some of the most indebted 

countries or sectors. This can actually increase risk.

The fl exibility of our multi-layered active approach helps reduce unwarranted risks.

The MLC Diversifi ed Debt Fund currently has negligible exposure to risks in Japan or default 

risk in government bonds in Ireland, Greece and Portugal. 

Reducing risk in this way does not mean lower returns. And the Fund is positioned to take 

advantage of future economic changes in a way that passive bond funds can’t. MLC. With you.
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POLICY MAY ADD TO UNDERINSURANCE

Life insurance commissions have been in existence for hundreds of years, 

ever since the product was invented on the back of general insurance 

policies which became common in the late 1600s. The FOFA reforms were 

announced by the current government following two separate inquiries 

launched by the Rudd Government after the collapse of Storm Financial and 

product failures cost consumers billions of dollars in investment losses. None 

of the scandals and collapses involved misselling of risk insurance policies. 

However, the Government took the opportunity to look at the payment of 

commissions on risk products because it was also looking at the issue of 

commissions on super and investment products, and the fact that financial 

advisers were involved in the sale of all three.

If the FOFA reforms are all about preventing future product failures, poor 

advice, avoiding conflicts of interest and lifting standards; banning life 

insurance commissions within super doesn’t address the problem. It 

can be argued risk commissions lead to a conflict of interest but then 

why allow it to apply to non super products? Conflicts of interest exist in 

most professions, they have to be managed rather than eliminated. For 

example, a doctor recommending elective surgery to a patient creates a 

conflict of interest as he/she gets paid for the operation. An accountant 

recommending a Self-Managed Super Fund (SMSF) to a client also creates 

a conflict of interest at face value as he/she gets paid for the ongoing work 

associated with the SMSF. Both professionals would provide very good 

arguments as to why their patient and client were recommended these 

courses of action.

If the ban on risk commissions gets through Federal Parliament it will have 

a big impact on consumers as they’ll have to pay for risk advice even if they 

can’t actually get risk insurance (currently it’s on a success fee basis via 

product commissions) and it won’t be tax effective.

If consumers aren’t prepared to pay for my advice on a fee-for-service basis, 

then it will impact my revenue and business. Some consumers may be 

prepared to pay for advice on risk cover within super but the amount of the 

payment may not be high enough to cover one’s time.

Daryl La’Brooy CFP®

Financial adviser, Iris Financial Group

(Licensee: Iris Financial Group)

Q As part of the FOFA announcements, is the Government right to ban life 
insurance commissions in superannuation? How will this impact you, 
your clients and business?

OPINION

The Federal Government’s decision to ban life 

commission in superannuation is difficult to 

understand. This approach lacks consistency in 

that if the government has made the decision to 

ban commissions on insurance products, then 

surely this should be applied uniformly both 

inside and outside of superannuation. Banning 

commissions on insurance products within 

superannuation has inadvertently created a 

two-tiered system, and as such undermines 

public confidence in the system. 

Pricing insurance advice on a ‘fee-for-service’ 

basis is going to be difficult as there is a 

reluctance by the public to pay for this advice, 

particularly when seeking single issue advice 

such as how much insurance should they 

have. Accordingly, this is likely to substantially 

increase the level of underinsurance in 

Australia, as people opt to ‘self insure’. 

The ban on commissions will have a significant 

impact on the industry generally. However, a 

number of years ago the Shadforth Financial 

Group transitioned to a ‘fee-for-service’ model, 

and as such we do not rely on insurance 

commissions as a revenue source. 

Whether or not the insurance is held within or 

outside of superannuation will still depend on 

the circumstances of the client and what is the 

most appropriate for the client. Being paid a 

commission for one structure versus another 

would have no impact on the advice that we 

would provide.

Charles Badenach CFP®

Private Client Adviser and Principal, Shadforth Financial Group 

(Licensee: Shadforth Financial Group)

––  Pricing insurance advice on a 
‘fee-for-service’ basis is going to 

be difficult as there is a reluctance 
by the public to pay for this 

advice.
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The government appears to be intent on 

‘nannying’ our population. Ensuring that minimal 

costs are paid out of superannuation seems to 

be the only way they believe Australians can be 

forced to save.

Currently, whether I place a client’s insurance 

inside or outside of superannuation makes no 

difference to my remuneration. However, if 

clients cannot afford to pay an advice fee out of 

pocket, this will make them far less inclined to 

take out insurance.

1. Wherever I come across clients with children 

under 18-years-old, it would be negligent of 

me not to explore ‘child pensions’. These are 

tax effective income streams paid to minors, 

also providing protection from future step-

parents. They are mostly funded from life 

insurance payouts into a superannuation fund. 

Making families pay for adviser fees outside 

of superannuation, or doing anything at all to 

discourage parents from making this type of 

simple estate planning arrangement, in my 

view places the government in the position of 

needing to look ‘widows and orphans’ in the 

eyes and explain.

2. Even clients on $150,000 plus per year, with 

few responsibilities, start to balk when annual 

income protection premiums exceed $2,000 

per year. If a good portion of these can be held 

within superannuation and the adviser paid 

from superannuation funds, they are much less 

likely to let the policy lapse at that crucial 45 to 

50-years-old point, despite the fact that they 

may receive a greater tax deduction for holding 

the policy outside of superannuation. At least 

holding the policy within superannuation gives 

them the choice of how to manage their cash 

flow. The government will not acknowledge this 

and it will be hard to prove that the interference 

of FOFA caused people to drop their insurance.

3. Clients just starting out cannot afford to pay 

financial planning fees. They need to conserve 

every dollar towards a deposit on a house. 

Paying me commissions from insurances within 

superannuation is an excellent solution. I am 

also an authorised credit representative so 

can earn commission from their mortgage. 

The combination of these payments works in 

everyone’s favour.

At the moment, I can structure methods of 

payment to be the most suitable for each 

client’s circumstances. Under the new FOFA 

reforms, my hands will be tied and this will act 

to the disadvantage of the client. In addition, 

due to the risk of non-payment from some 

clients, my overall fees will need to increase. 

I find it objectionable that my well intentioned 

clients will end up subsidising the non or slow 

payers.

This will affect not only my business, but also 

my clients. I am greatly disturbed, as these 

reforms could impact Australians, in some 

cases to a negatively life changing extent.

Anna-Louise Brown CFP®

Corporate Authorised Representative,

eWealthBuild Pty Ltd

(Licensee: Madison Financial Group) 

Would you like to join our panel of FPA members willing to give their opinion on topical issues? Email editor@financialplanningmagazine.com.au to register your interest. 

Proudly part of

Real service. Real support. Real solutions. Real choice.

The home of Adelaide Bank, Leveraged Equities and Sandhurst Trustees, 

Bendigo Wealth delivers a complete suite of investment solutions for your clients.

At Bendigo Wealth we really are behind you all the way. 

Call us today on 1800 018 018 or visit www.bendigowealth.com.au to fi nd out more.

You’ll be really surprised 
what’s behind you now

Bendigo and Adelaide Bank Limited ABN 11 068 049 178 AFSL 237879. (S35837) (07/11)

––  I find it objectionable that my 
well intentioned clients will end 

up subsidising the non or slow 
payers.
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COLLAR 
STRATEGIES
MANAGING RISK ON STOCK 
AND OPTION POSITIONS



Collars have traditionally been popular with 
executives with large shareholdings or option 
positions who require a customised solution to 
help manage these positions. Tailored Collars 
typically offer flexibility along with the ability to: 

• fund the exercise of company options;

• protect the value of large single share 

exposures for a set period; 

• extract cash and diversify; and 

• borrow against a stock position with no risk of 

margin calls. 

What is a Tailored Collar? 
Tailored Collars can provide investors with a 

flexible, tailored platform to gain leveraged 

exposure to domestic shares. This structure 

allows investors to combine protection on 

expiry with a loan facility to borrow up to 100 

per cent of the purchase price of a share 

investment. For example, investors have the 

freedom to tailor their individual structure, 

including term, protection level and may 

also choose to reduce the upfront cost of 

protection by setting a cap and creating a 

‘Collar’ structure. Importantly, if investors 

choose to draw down on the loan facility, they 

will not be subject to margin call risk. 

Investors can implement a Collar strategy 

themselves using Exchange Traded Options, 

however, most investors prefer to have 

someone package it up for them and may 

therefore use a facility offered by a financial 

institution. By doing this, the result delivered 

can be more efficient and investors can 

customise the strategy to suit their exact needs. 

Protected leveraged strategies 
Tailored Collars are becoming increasingly 

popular for high-net-worth investors looking 

for alternative ways to gain leveraged exposure 

to equity markets. Recently, there has been 

increased interest from investors who prefer 

to own ‘real’ assets such as ASX-listed shares 

in order to benefit from direct physical share 

ownership. Benefits of a Tailored Collar 

Facility include the ability to receive ordinary 

cash dividends and franking credits (subject 

to eligibility)1; and investors may tailor 

their individual structure to best suit their 

investment objectives, needs and risk profile. 

This means that investors can:

• Choose their preferred shares from a menu of 

ASX-listed securities;

• Choose their term, six months to five years;

• Choose their preferred protection level, up to 

a maximum of 100 per cent;

• Have the option to reduce the upfront cost of 

protection by creating a ‘Collar’ structure where 

upside growth is capped; and

• Borrow up to 100 per cent of the purchase 

price of the shares with no margin calls. 

This ability to tailor the individual structure allows 

for cost control and potentially lower breakevens. 

These are all important considerations for 

investors when entering into a leveraged strategy. 

Another trend to have emerged is a reluctance by 

certain investors to lock themselves into longer 

term ‘set and forget’ gearing strategies. Many 

investors desire flexibility and control and prefer 

a shorter-dated structure allowing them to review 

their strategy and make changes if required.  

In the past, investors have been deterred 

from shorter dated protected loan facilities 

due to the perceived high cost. Tailored Collar 

Facilities overcome this hurdle by allowing 

investors to reduce the cost of the protection 

by setting an upside cap on share price 

performance.  

For these reasons, shorter term Tailored Collar 

Facilities with terms of 12 to 18 months are 

becoming increasingly prevalent as they allow 

investors to lock in any returns on expiry and 

roll the facility.

New innovations 
Tailored Portfolio Collars – Recently, the market 

has seen the emergence of new features that 

have further added to the cost effectiveness of 

Collar Facilities. For example, investors have a 

choice of a Tailored Equity Collar that provides 

investors with individual stock protection at 

expiry, or a Tailored Portfolio Collar which 

provides investors with protection on a portfolio 

basis at expiry (netting of gains and losses) 

which may reduce the cost of protection. 

95 per cent protection – Another strategy to 

reduce the cost of protection is to reduce the 

protected level to 95 per cent, down from 
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Collars have traditionally been a popular tool for high-net-worth investors and executives 
looking for ways to manage risk on existing stock and option positions. In addition, ‘Collars’ 
are increasingly used by sophisticated investors as a cost effective and risk managed method of 
leveraging into domestic securities. Peter van der Westhuyzen explains how the specialised needs 
of investors can be met by looking at the benefits of Collar structures.



100 per cent. In this scenario, some institutions 

will still allow credit approved investors to 

borrow 100 per cent of the required funds. This 

strategy is, of course, a higher risk one, so it is 

only suitable for investors who are comfortable 

with risking 5 per cent of their capital. It is 

important to note that there are no margin calls 

with Collar facilities and investors who choose to 

take out a 95 per cent protection with a 100 per 

cent loan will not have to satisfy margin calls 

during the term of their investment if the value 

of shares fall. 

Managed Funds - Another new feature is the 

addition of certain managed funds to the menu 

of approved securities for certain Collar facilities. 

Not only does this allow investors the potential to 

access a greater choice of underlying assets, this 

feature may further reduce the cost of the facility 

and hence increase the potential for a positive net 

return at expiry. 

Prepay interest 
One of the benefits of implementing a protected 

loan strategy before 30 June is the ability to prepay 

interest in the current financial year. By utilising 

the optional loan facility, investors can draw 

down a loan and elect to prepay up to 12 months 

interest. Where the loan is used for the purpose of 

producing assessable income (other than capital 

gains), all or part of the interest payment may 

potentially be tax deductible and offset against 

other assessable income. 

Typically, with these types of protected loans, the 

interest expense on the loan is deductible up to 

the relevant benchmark rate (8.8 per cent per 

annum as at June 20112). The interest rate on a 

Collars investment can vary depending on the term, 

underlying investment and level of protection and 

upside cap. If the interest rate is higher than 8.8 

per cent per annum, say 10 per cent per annum, 

investors may potentially deduct up to 8.8 per cent 

per annum and add the remaining amount (1.2 per 

cent) to the cost base or reduced cost base of a 

CGT asset being a notional put option. Of course, all 

investors should seek their own tax advice in order 

to determine how this may apply to their individual 

circumstances. 

Risk management strategy 
Implementing a Collar strategy can be an effective 

method of managing downside risk for investors 

who are overexposed to a particular stock or stocks. 

As an example, stocks such as BHP, RIO and 

FMG have seen significant gains over the last few 

years and many investors holding these shares 

in their portfolios may have unbalanced share 

portfolios as a result.

These investors face a predicament in that in times 

of volatility, they may be concerned about losing any 

unrealised gains, yet do not wish to sell their shares 

COLLAR STRATEGIES 
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Type of protection - portfolio versus individual asset
Portfolio protection at maturity has a different outcome for investors, as 

compared to individual asset protection. For the purposes of determining 

whether portfolio protection applies, the return at maturity assumes an 

average return of all the assets in the portfolio, thus gains and losses 

are netted off against each other. With individual stock protection, the 

outcome of the investor’s collar investment will depend solely on the 

performance of the relevant stock.

Limited upside participation
If investors set a cap price, they are only entitled to receive gains for each 

reference asset up to its cap price, therefore limiting the gains they can realise. 

Entitlement to Franking Credits and the Delta 30 Rule
Entitlement to franking credits is subject to certain conditions. The delta of any 

positions (including the collar) in relation to the shares or portfolio will need to 

be taken into account when determining qualification for franking credits. 

Protection at Maturity only
Protection applies at maturity only.

Early unwind costs and risk of early termination
Investors may be able to unwind their position prior to the maturity date 

(with the facility provider’s consent) but should be aware that break costs 

may apply. Investors should also be aware that there are other events which 

can occur, which may be beyond their control, that can lead to an early 

termination or unwind of their collar investment. If one of these events occurs, 

investors may need to repay loans early and pay any resulting termination 

costs. Potential investors should carefully read the Product Disclosure 

Statement (PDS) and the events that may cause an early termination of their 

investment before investing.

Corporate Actions
The facility provider has certain discretions over corporate actions, such 

as takeovers, share buy backs, rights issues and special dividends. 

Certain corporation actions can result in investors having to make 

additional payments to the facility provider. In the case of corporate 

actions, facility providers will generally follow a prescribed course of action 

in line with ASX adjustments for Exchange Traded Options. Refer to the 

relevant PDS and discuss with your provider to determine how these 

actions may affect the collar facility. 

Counterparty Risk
Investors who choose to take out a Collar facility bear counterparty risk. 

The value of any investment that is made under the facility can depend 

upon the facility provider’s ability to perform their obligations under the 

facility. An example of when a facility provider may not be able to meet 

their obligations is if they were to become insolvent.

THINGS TO WATCH OUT FOR
The use of Tailored Collars for investors can be a high risk strategy. There are a number of issues that 
planners must first consider before recommending this strategy for clients.



as it would mean giving up any future share price 

gains and/or dividend income and it may also result 

in crystallising a capital gains tax (CGT) liability. 

For investors in this position, utilising a Tailored 

Equity Collar structure may be an effective means 

of managing the risk of continuing to hold those 

shares. An investor can maintain the original share 

exposure and be entitled to receive gains up to the 

relevant cap level (if they choose a cap).  

Additionally, through a Tailored Equity Collar facility 

investors could potentially release the capital from 

the shares via a loan facility which then may be 

used to diversify into other investments. 

During the term of the investment
The investor will be entitled to the capital growth of 

each share (up to cap level if applicable), and will 

receive all ordinary cash dividends and franking 

credits1 from the shares over the term. 

What happens at expiry?
Investors generally have a number of options 

available at expiry3. 

1. They can roll the investment and loan in order 

to extend the investment (subject to availability 

and restructure costs [if any]).

2. Sell their shares to repay the loan and receive 

the net proceeds (if any) less amounts owed by 

the investor (eg, the variable premium4) or pay the 

net amount required. If there is a shortfall, they will 

need to pay the balance from their own funds (for 

example, if they choose a 95 per cent protection 

level and a 100 per cent loan and the shares, or 

portfolio, finish below 100 per cent at expiry). 

3. Retain the shares by repaying any amounts 

owed such as the loan and any variable premium4.

How does it work?
Investors have the freedom to tailor their 

individual structure by selecting protected 

level, cap level and investment term between 

six months and five years. It may be possible 

to implement a ‘zero cost’ Collar where no 

upfront protection cost is payable by the 

investor. Investors effectively place a floor 

level of protection on their shares at the 

chosen protection price (protection applies at 

expiry only). They maintain their original share 

exposure and are entitled to receive gains up 

to the relevant cap level (if they have chosen 

to implement a cap) and continue to receive 

ordinary cash dividends and franking credits1.

Example one
An investor holding these stocks implements three 

Tailored Equity Collar structures at no upfront 

cost with a protection level of 80 per cent and 

caps as per below. A loan facility is available at an 

indicative rate of 6.95 per cent.

As this example illustrates, investors have a floor 

level of protection at 80 per cent (protection at 

expiry only) and are still entitled to receive upside 

to the individual cap level. This can be attractive 

to a high-net-worth investor as they may receive a 

maximum of 112.0 per cent  to 114.5 per cent of 

share price gains over that 12 month period.  

Example two
Some investors may prefer to set a higher cap in 

order to participate in greater potential upside in the 

share price. In this example, the loan facility would 

be offered at an indicative rate of 8.80 per cent. 

Whilst paying an interest rate that is 1.85 per cent 

per annum higher than the previous example, an 

investor may receive a maximum of 117.3 per cent 

to 128.0 per cent in share price gains over that 12 

month period.

These examples use a protection level of 80 per 

cent, however, investors can choose a protection 

level that best suits their investment objectives and 

market view. As you can see, implementing a Collar 

facility may help manage overweight stock positions 

and assist in diversifying client portfolios. 

Using Tailored Collars for wealth 
accumulation and preservation
Tailored Collars are an effective mechanism for 

high-net-worth investors to both protect and build 

wealth. Typically, wealthier clients demand greater 

flexibility and control over their investments. There 

are a range of strategies that may be employed 

using the Tailored Collar platform to meet the 

needs of investors looking for wealth accumulation, 

preservation or a combination of both. As such, 

Collars could be appropriate wealth creation 

strategies – at least worth consideration - for your 

higher worth clients. •

Peter van der Westhuyzen is Head of Macquarie 
Specialist Investments.

Footnotes
1. Assumes franking credits fully available to investor. 
This will be subject to an investor’s individual 
circumstances.

2. Please note that the benchmark interest rate for 
June 2011 is provided for illustrative purposes only 
and is not an indication of the actual benchmark 
interest rate that applies to the loan.

3. Restructure costs may apply.

4. In the case of Tailored Equity Collars, the 
amount by which the share exceeds the cap on 
expiry. In the case of Tailored Portfolio Collars, the 
amount by which each share exceeds its cap price 
(provided the value of the portfolio is above the 
protection level).
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Security Current Security Protection Protection  Cap Price Cap Price  
 Price Price ($) Price (%) ($) (%)

BHP $43.00 $34.40 80.0% $48.33 112.4%

FMG $6.36 $5.09 80.0% $7.76 112.0%

RIO $79.35 $63.48 80.0% $90.86 114.5%

Example 1: Indicative Example as at 7 June 2011, 12 month term

Security Current Security Protection Protection  Cap Price Cap Price  
 Price Price ($) Price (%) ($) (%)

BHP $43.00 $34.40 80.0% $50.44 117.3%

FMG $6.36 $5.09 80.0% $8.14 128.0%

RIO $79.35 $63.48 80.0% $95.06 119.8%

Example 2: Indicative Example as at 7 June 2011, 12 month term
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THE DIRECT 
APPROACH
THE RISE AND RISE OF ETFs



There’s no hiding the facts or figures - 
direct share investments are increasingly 
being favoured by planners and investors. 
The sector is expected to make up 10 
per cent of all total investment assets 
by 2013. Exchange traded funds (ETF) in 
particular have been expanding at a rapid 
pace, with $1.5 billion of new investments 
expected by the end of this year. With 
their low costs and simple structures, 
Australian ETFs are expected to expand 
even more with the introduction of the 
Future of Financial Advice (FOFA) reforms. 

But what role can ETFs play in a client’s 

portfolio? The ETF sector is being 

increasingly recognised as a relatively 

simple way of participating in market 

thematics, like the global recovery, or 

to gain access to Australian shares, but 

financial planners are not being educated 

on the risks of such an approach.

Planners are also being left in the dark on 

the specific investment approach a planner 

should take when ETFs are included in 

a portfolio, and industry commentators 

are worried about the level of technical 

knowledge and understanding of ETFs 

among the wider planner community.

ETF growth prospects
Growth prospects for the ETF sector remain 

strong. According to industry experts, ETFs 

are projected to increase by 20 to 30 per 

cent per year for the next five years.

“ETFs are growing very rapidly on the 

Australian Securities Exchange ... and 

that’s really been driven by changing 

investor needs,” said Tom Keenan, 

director of intermediary sales at Blackrock 

subsidiary, iShares. 

Along with increased demands for 

transparent and simple products from 

investors, the introduction of FOFA will 

spur the use of ETFs among financial 

planners, not least because of their low 

costs and fixed charges.

“Financial advisers are moving to fee-for-

service and this is being driven in part by 

the Future of Financial Advice reforms, but 

certainly that set of reforms is only going 

to facilitate the use of ETFs as advisers 

increasingly adopt a fee-for-service 

business model,” Keenan said.

Quantum Financial Services began using 

ETFs three years ago in its practice, 

but since then they have become more 

important to the extent that a business 

model was developed around them.

“We were attracted by the fact that we are 

a fee-for-service business, but we have 

fixed costs as well, and into that model, the 

low cost ETF options were attractive for our 

clients,” said Quantum director Tim Mackay.

ETFs, as listed investments, could also be 

bought without the need for a platform, 

making it even more attractive to Mackay’s 

clients, who are largely self-managed 

super fund (SMSF) investors.

Approximately 30 to 40 per cent of the 

usage of ETFs is by SMSF investors, 

according to Mackay. 

“We view ETFs as effectively Lego blocks - 

they enable us to efficiently put a portfolio 

together, at low cost, with diversified asset 

allocation,” Mackay said.

“They’re cheaper than managed funds, 

they’re listed so they’re easy to buy and 

sell, they’re provided by respected brands 

our clients trust, and ETFs enable clients 

to do asset allocations, which is important 

when it comes to investors.”

What is the best way for advisers to 
use ETFs in client portfolios?
Despite the continuing growth of the ETF 

space, there are no guides as to where 
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Exchange Traded Funds continue to grow exponentially but what does that mean to financial 
planners and the role ETFs can play in their clients’ portfolios? Benjamin Levy investigates. 

Tom Keenan,

iShares––    “We view ETFs as 
effectively Lego blocks - they 

enable us to efficiently put 
a portfolio together, at low 
cost, with diversified asset 

allocation.”

Tim Mackay



ETFs should feature in a portfolio, nor 

what investment approach advisers 

should take when using them.

According to Keenan, at a basic level, it 

is up to the adviser to come up with a 

framework by which ETFs feature in their 

clients’ portfolio.

However, iShares has identified a distinct 

trend in the way that ETFs are being 

used by advisers in the current economic 

climate and one which less experienced 

advisers can follow. 

“What we’ve seen recently is that ETFs 

are being used as a way to participate 

in or implement thematic ideas into a 

portfolio,” Keenan said. 

As a result, investment in the global 

equities iShares ETF has skyrocketed in 

the last six months.

“Since the Australian dollar hit parity, 

our assets have risen more than 50 per 

cent. In the first few months of this year, 

investors were keen to take advantage 

of the Australian dollar at nearly all time 

highs by investing globally and in the US 

recovery story,” Keenan said.

Financial planners have traditionally used 

managed funds to gain global equity 

exposure, but ETFs can provide advisers 

with more flexibility around implementing 

global equity portfolios, he adds.

The other strength of an ETF is its ability 

to simplify a share portfolio by providing 

exposure to 20 or more similar stocks 

through one product. That is especially 

useful when it comes to the Australian 

equities market. 

“Traditionally, a lot of investors have 

portfolios largely of Australian listed 

companies, which might be 20 to 30 

stock portfolios. What an ETF can do 

is really simplify that portfolio. Instead 

of buying in those 20 companies 

individually, you can buy them in one 

[ETF] tray, and then you can overweight 

those companies that you want to 

overweight,” Keenan said.

Mackay uses ETFs to gain broad diversified 

exposure to the Australian market, but 

also uses ETFs for increased exposure to 

financials, real estate, and resources. He 

also uses high yield ETFs for older clients 

who rely on an income stream.  

“As the product range expands, so too 

does our use of it,” Mackay said.

Quantum also uses ETFs for global 

investments exposure at a low cost.

“With the strength of the Australian 

dollar, the attractiveness of international 

investments is quite good,” Mackay said.

Caution
However, some believe investors should 

think carefully before buying an ETF for 

broad Australian share market exposure.  

According to Strategy Steps - an 

independent, specialist business 

delivering practical financial planning 

strategies to financial planners - 

stocks included in ETF portfolios are 

typically weighted according to market 

capitalisation, which means that an 

adviser buying an Australian share ETF is 

buying access to a handful of stocks that 

make up more than 50 per cent of the 

market index. 

Director and co-founder of Strategy 

Steps, Assyat David, warns that investors 

and advisers need to understand the 

concentration risks of ETFs that provide 

broad exposure to the Australian share 

market.

Just because companies are large 

doesn’t mean they are good investments, 

David warned.

Active management products may also 

be more suited than ETFs to more volatile 

markets, and investors need to understand 

what ETFs offer compared to other possible 

investment products, she said.

Advisers really need to develop a true 

understanding of these problems before 

they invest through ETFs, David told 

Financial Planning magazine.

Core and satellite approach
Despite this warning, a number of 

industry commentators suggested that 

planners should consider using ETFs in a 

core-satellite approach.

Implementing a global equity portfolio 

could look like a core-satellite approach, 

said Keenan.

“They can use the ETF at the core, and 

then active satellites, or conversely they 

could use an active fund at the core and 
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Tim Mackay,

Quantum

––    “What we’ve seen recently 
is that ETFs are being used 

as a way to participate in or 
implement thematic ideas 

into a portfolio.”

Tom Keenan



then use the ETF as the satellite to play 

those global thematics in markets,” he said.

ETFs fit together well with some 

active funds that are prevalent in the 

marketplace, he added. For example, the 

iShares MSCI Australia 200 ETF product 

is a favoured product for advisers, 

according to Keenan.

“ETFs provide a fantastic anchor to a 

portfolio as a core allocation. We’re seeing 

financial advisers use the iShares MSCI 

Australia 200 Index to do that, and what 

they will then do is either blend that with 

individual preferred stock positions and 

overweight those companies that they like, 

or use their preferred active manager,” he 

says. “It’s a complement to some of the 

already existing investments that they hold.”

David said many advisers are tending to 

use ETFs as a core, particularly self-

managed super funds, when they have 

large allocations to direct investments.

SMSF investors tend to have an ETF playing 

the role of a diversified core in a core-

satellite approach, adding specific stocks or 

managed funds as a satellite tilt, she said.

Quantum has adopted this exact core-

satellite approach for its investments. 

While the portfolio is not entirely made of 

ETFs, the core of Quantum’s investments 

largely are, said Mackay. But he adds there 

are no hard and fast rules around how much 

of a portfolio should be made up by ETFs.

Some Quantum clients prefer to have 

investments in direct share portfolios only, 

while others want to use managed funds.

Quite simply, the amount of ETFs in a 

portfolio depends on the client and their 

taste for direct investing. •
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CONSTANTLY STRIVING FOR SIMPLE

AND EFFICIENT SMSF ACTUARIAL 

One working day turnaround on Account Based Pension Certificates - flat rate $160 + GST.

ABP Certificates can be obtained directly within BGL Simple Fund at the same price.

Call Andy O’Meagher on 1800 230 737 or visit act2.com.au for further information

Assyat David,

Strategy Steps

Like conventional ETFs, the synthetic-based ETFs available in Australia also invest 

in shares and other assets (such as cash), although these assets do not necessarily 

match the composition of the index or benchmark being tracked. Instead, in 

addition to holding these assets, synthetic ETFs also enter into other financial 

instruments (generally swap agreements) with the aim of ensuring the ETF tracks 

the index as closely as possible.

Financial planners can identify synthetic ETFs by looking at the ETF name, for 

example S&P/ASX 200 Resources Sector Synthetic ETF. 

For more information on conventional and synthetic ETFs and the risks associated 

with both, go to www.asx.com.au/products/synthetic-etfs.htm

Synthetic ETFs
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Another key component of direct investing 

are managed accounts, which like direct 

shares, are also predicted to grow in 

popularity as the Future of Financial Advice 

(FOFA) reforms are introduced. The high 

touch, investment management approach of 

managed accounts, such as MDAs (Managed 

Discretionary Accounts) or SMAs (Separately 

Managed Accounts), fit naturally inside the 

parallel high-contact approach of opt-in 

provisions and a statutory best interest duty.

But despite promising so much for so long, 

to date, managed accounts have fallen short 

of industry expectations of client take-up. So 

is the sun setting on the managed accounts 

sector? Far from it, if you talk to the Institute of 

Managed Account Providers (IMAP) chairman 

Toby Potter, who enthusiastically speaks 

of the explosive growth in the managed 

accounts industry over the last few years. 

“We’re starting to see both the [Managed 

Discretionary Account] version and the SMA 

version get increased traction,” Potter said. 

Research by Investment Trends late last 

year found that advisers are placing more 

clients into direct shares, with the researcher 

expecting the trend to increase. 

New client investment in direct shares is 

predicted to rise to 26 per cent in 2013, a 

jump of more than 10 per cent from two 

years ago, according to Investment Trends. As 

advice on direct share investments increases, 

the need for structures like Separately 

Managed Accounts to avoid compliance risk 

and stock monitoring will also increase, said 

Blackrock’s co-head of customised portfolio 

service, James Langlands. 

Managed Discretionary Accounts in particular, 

with their high touch, high investment 

management approach, are a natural fit 

with the high touch world called for by the 

impending FOFA legislation, such as opt-in 

and statutory best interest declarations.

“FOFA is forcing dealer groups and advisers 

to think hard about their remuneration and 

commercial models for their business, and an 

investment management approach which is 

represented by an MDA fits well in that high 

touch investment management framework,” 

Potter said.

Dealer groups with a large, low touch, limited 

contact client base don’t fit well in the world of 

managed accounts, he added.

But dealer groups need to be certain about 

what their clients’ needs are and what each 

investment management framework is built 

to do before they jump on the managed 

accounts bandwagon.

Advisers who are looking to provide a solution 

for their clients’ whole portfolio approach 

should implement an MDA model of 

managed accounts, Potter advised.

But the Australian Securities and Investments 

Commission (ASIC) has made it difficult to 

receive MDA authorisation, a factor which 

dealer groups need to take into consideration 

when investigating the framework.

“The responsibility to manage a client’s 

portfolio with discretion is not something 

you want to take lightly, and so ASIC’s 

requirements before it issues MDAs are 

rigorous and particularly centred around 

experience,” Potter said. 

If a dealer group is looking for a solution 

for direct equities only, then they should be 

considering an SMA version of a managed 

account, which also have inherent tax and 

operating advantages.

However, Potter warned that any tax benefits 

you can get from an SMA are most applicable 

when the SMA is used for Australian equities.

According to Potter, when it comes to building 

a managed accounts program, a dealer group 

needs to factor in three major components:

1. A legal structure, 

2. Portfolio management tools, and 

3. An administration capability.

The legal structure can be covered by a 

client-adviser contract or Product Disclosure 

Statement, giving the adviser the power to 

make and implement decisions on behalf of 

the client.

Portfolio management tools will enable the 

adviser to see what the portfolio should 

look like. And the third part of a managed 

accounts program is the administration 

capability. That administration capability can 

be provided by specialist administrators like 

OneVue, but increasingly, administration 

is being conducted through conventional 

platforms.

Finally, Potter said that planners need to be 

aware that creating a managed accounts 

program from scratch, including the 

appropriate authorisations, could take up to 

six months. •

NEW DAWN, FALSE DAWN?
For many years, managed accounts have been tipped as the next big thing. Benjamin Levy 
asks, have they finally arrived?

––    “The responsibility to 
manage a client’s portfolio 

with discretion is not 
something you want to take 

lightly.”

Toby Potter
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Given the roller-coaster ride of A-REITs in recent years 
from the lows of 2009 to the sudden highs – and lows 
again – of 2010, it would hardly be surprising if property 
was approached as an asset class with anything 
more than a forced smile and begrudging acceptance. 
However, direct property has held its own and is 
attracting admirers, in the form of financial planners and 
their clients, away from its flashy cousin in the listed 
property sector.

Yet that sector began the new millennium with much 

promise. Returns were above 10 per cent for more than 

seven years before sliding down to -60 per cent in under 

two years before bouncing back in 2010 and stabilising 

somewhat in 2011. At the same time, direct property 

toughed it out with negative returns around 8 per cent 

before stabilising back to around the positive 10 per 

cent mark it had been returning for the past seven years 

(see Table 1).

According to Centuria Property Funds chief executive 

Jason Huljich, A-REITs started to lose their appeal 

as the correlation with equities within the ASX200 

increased, which meant that when the ASX200 dipped 

heavily in the middle of 2008, so did the A-REITs 

sector. While the fall was dramatic, Huljich notes that 

the underlying assets were unlikely to also have fallen 

that drastically. Charter Hall chief executive Richard 

Stacker says reasonably geared direct property also fell 

but was less affected since its correlation to equities 

While the direct property sector may not 
be as large as that of the A-REITs, there 
are good reasons for advisers to survey 
this part of the investment landscape 
once again, writes Jason Spits.  

PROPERTY OPENS RIGHT 
DOORS AT RIGHT TIME  



was 0.5 while the correlation to equities for listed 

property was 0.8.

GFC
Yet it would be too easy to sing the praises of direct 

property at the expense of A-REITS without also 

examining the state of the direct property market 

– and its insiders are well aware of the hard yards 

they had to work through during the Global Financial 

Crisis (GFC).

Atchison Consulting managing director Ken Atchison 

says the direct property sector weathered the GFC but 

does not consider it having bounced back from it.

“It has stabilised and there are no distressed sellers as 

there were 12 months ago and income returns are solid 

but it has come at the cost of rationalisation,” Atchison 

says. While some well-known names are gone and 

others are going, Atchison says this should not be seen 

as a flaw in the direct property sector but rather in the 

managers themselves.

“The consolidation that did take place was at the 

manager level, which was were the distress was. This 

meant there were bargains to be found in purchasing 

managers but not in purchasing assets which retained 

their overall value,” he says

“The old guard were too heavily geared, they were 

not open with their disclosure but that lesson is 

being heard. There is an intentional effort to move 

away from past practices and some offerings are 

doing that clearly.”

Huljich is well aware of what the GFC did to the sector, 

seeing only four groups of scale still operating as 

they were before the crunch hit, that is, holding onto 

assets and being able to raise capital, which has in 

turn resulted in both advisers and investors returning 

to examine the direct property sector. “The downside 

risk is low, valuations have bottomed and are heading 

up, and many of the distressed fund managers have 

fallen away.”
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Table 1: Performance across property asset classes

Source: Iress and IPD Research



Despite some measure of natural selection 

having taken place among former competitors, 

Huljich is keen to promote a better image for 

the sector. Last year, Centuria took over the 

management of a number of Becton funds and 

Huljich says this transition allowed his group to 

find out what changes needed to be made to 

increase the rights of direct property investors. 

In June, Centuria announced it would lower the 

level of investor votes to change the responsible 

entity within a fund. Centuria would also only 

charge a performance fee after investment 

costs are recovered and a minimum 10 per cent 

internal rate of return per annum to the investor 

has been generated. The group also removed 

‘poison pill’ provisions, cutting off fees for 

responsible entities removed by an investor vote, 

and tightened the mechanism by which a fund 

can be extended past its liquidity event date.

Huljich says the changes have not had any 

direct response from competitors but he is 

keen to differentiate Centuria from what took 

place before the GFC. “The issue for Centuria 

DIRECT PROPERTY
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Property has long been a part of the financial adviser’s ‘tool kit’ of investments but 

is an investment in direct property as easy as changing the asset allocation from 

listed property to direct property?

John Slater, principal of Riviera Capital, says while many advisers may understand 

the concept of property as an asset class, direct property will require much more 

time and effort by advisers to fully comprehend.

“There is a different mindset required with direct property than with listed property, 

one that is more specific. An adviser needs to understand direct property as a physical 

investment and not just an asset held within an arm’s length fund,” Slater says.

As such, Slater says advisers need to consider the details of direct property before 

they sit with clients and begin to consider using it within a portfolio. These include the 

type of property under consideration – retail, commercial, industrial, as well as its age, 

location, lease length and expiry dates, whether rents charged on the asset are over or 

under market, and the condition of the building’s services (ie, lifts and air conditioning).

Added to this are the fundamentals of gearing and yield on property which Slater 

says should give an indication of the future performance of the direct property 

asset in terms of generating income and capital growth.

While this may sound like a significant body of knowledge for an adviser to gain, 

Slater draws upon the expertise of fund managers to facilitate the process of finding 

suitable assets which he can present to clients.

Slater regards the choice of manager as one of the key issues advisers need to 

consider and says in the wake of the Global Financial Crisis (GFC) – in which a 

number of direct property managers struggled – the ability, quality and integrity of 

the manager are paramount.

“In the wake of the GFC, it is clear that everyone had problems with some asset 

classes, so it is important to look at how they managed the problems they faced 

and what the outcomes have been since,” he says.

“Issues such as the longevity of the manager, its expertise, the quality and types 

of assets, and the outcomes it has achieved are important. Advisers need to 

conduct their own due diligence on the manager because they will need to rely on 

their expertise.”

Mornington Peninsula Financial Solutions senior financial planner Dirk Werner CFP 

says this due diligence needs to consider not only the direct property manager but 

how the manager approaches its task.

“Advisers need to look at the fund manager’s strategy as well as the underlying 

assets. There needs to be both capital and income growth, and which assets offer 

stability and quality within the property portfolio,” Werner says. 

And it is this capital and income growth which Werner says is one of the key 

advantages of direct property. “It provides a stable income that has historically gone 

up in line with inflation, which is attractive for retirees, as well as a great opportunity 

for a passive income stream.”

However, Werner does not see the lack of liquidity in direct property investments as a 

downside but rather something that should be managed within a diversified portfolio 

and balanced against more liquid assets over the investor’s specific time frame.

Slater also actively uses direct property alongside shares and says the interest 

in the former is growing as both advisers and their clients wait for other property 

sectors to settle down after the GFC.

“The problems of the listed property sector were that some managers were mixing 

rental returns with development profits and engaged in levels of gearing that were 

higher than prudent. While it is unlikely we will see a repeat of this – the market won’t 

accept it – there was some massive delusional capital raising in 2009,” Slater says. 

“This had an impact on the level of trust in the sector and people are looking with 

more interest at direct property. Despite the past few years, we don’t find it hard to 

propose these investments to clients if it meets their needs and fits their risk profile. 

While the listed property sector fell, it has not made the unlisted sector harder to 

advise on, it just has different characteristics.”

It is these characteristics which Werner states is where advisers need to be 

speaking with clients.

“Advisers need to be talking with clients about the differences between the failures 

of groups like Westpoint, which was a debenture, and direct property which is all 

about bricks and mortar and good, long term tenants,” Werner says.

“It does mean doing research on assets, so clients can be shown how the sector 

works and then explaining the trust structure, the liquidity issues and how that fits 

into their timeframe and investment needs.”

THINKING DIFFERENTLY ABOUT THE DIRECT APPROACH



is about differentiation and because we have 

had exposure to concerned investors, we need 

to show we are doing the right thing.”

Transparency
This issue of greater certainty and transparency 

in direct property is being seen by IPD 

managing director Anthony De Francesco, who 

says the demand for research data on the sector 

now includes deeper levels of information on 

both the managers operating property funds as 

well as the assets held in those funds.

“The growth in interest in direct property is 

across the board of financial planners and they 

want to see what a fund is returning and how 

it is impacted by gearing, fees, the assets held 

and the structure that it operates under. They 

are looking for the manager’s skill set in all these 

areas,” De Francesco says.

According to De Francesco, advisers and their 

clients are kicking the tyres of both the manager 

and the underlying assets as a result of the GFC, 

highlighting the risk that was inherent in some 

funds. He says many advisers are concerned 

about transparency and he believes the industry 

is trying to be more open to provide the data 

they and their clients are seeking.

“The framework could be better with 

mechanisms that allow greater disclosure but 

this has to be driven by the funds, industry 

associations, planners and the government 

because no single player can cover what needs 

to be done,” De Francesco says.

Yet he sees the direct property market in good 

shape after the turmoil of the past few years and 

regards it as “mature, deep and sophisticated and 

well advanced compared with Europe” with the 

problems of pricing of risk in assets drawn out in 

recent years by the failure of some managers.

It is a view shared by Atchison, who says gearing 

within funds has returned to a reasonable level 

of 30 to 40 per cent and fees, which he regards 

as previously having been multi-layered and 

extraordinary, were once again reasonable and 

transparent.

“The direct property sector has been forced 

to reinvent itself. Management personnel and 

styles have changed and the old is gone. New 

players are on the block and some of the 

past players who held on have adopted new 

structures that are aligned with the investor’s 

interests. This had to be part of the refocus,” 

Atchison says.

Given these shifts, Huljich says advisers should 

be confident about accessing direct property.

“Currently there are managers with established 

track records and funds with simple and 

transparent structures which are appealing due 

to clear mandates and low levels of gearing. 

They are far more flexible than in the past and 

platforms are beginning to pick them up. In 

the shift to fee-for-advice, they look clearer to 

the investor and offer an advisory service in an 

asset class without commissions.” • 
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COMPLAINTS AND DISCIPLINE

QUARTERLY COMPLAINTS    
APRIL TO JUNE 2011

The Financial Planning Association (FPA) is committed 
to informing members and the community of the trends 
and outcomes of complaints and disciplinary action in 
the financial planning profession. 

Communicating professional disciplinary outcomes 

shows the profession takes a strong position on 

breaches of its professional expectations. Doing 

so helps build community trust and confidence 

in the financial planning profession. It also 

confirms member standing in the community 

by acknowledging that only FPA professionals 

agree to be held accountable to high standards of 

professional and ethical conduct.

Communicating the activities of professional 

accountability is protective of members who 

adhere to high standards. By assisting members 

to appreciate the types of complaints received, 

and encouraging members to consider their 

own practices, we aim to provide guidance for 

complaint prevention and contribute to a confident 

professional community, knowledgeable and 

comfortable within the FPA professional framework.

Disciplinary Activity Summary
In the June quarter (April to June 2011), the FPA 

received seven new complaints, finalised 22 

investigations, expelled one member and currently 

have 37 ongoing investigations. Of those ongoing 

investigations, 12 are continuing matters that 

have been referred to the FPA’s Conduct Review 

Commission (CRC) as being potential breaches of 

the FPA’s professional expectations.

Some of these complaints have raised the following 

issues:

Communication with clients and former 
clients
The FPA has received several complaints relating 

to Member and client communications.

Complainants have taken issue with the content 

and tone of the member’s communications, 

alleging aggressive, personal attacks and/or 

unprofessional behaviour. Similar allegations have 

been made about member communications with 

other advisers. 

Members should be aware of Principle 5: 

Professionalism under the FPA’s Code of Ethics.  

Professionalism places an emphasis on expected 

behaviours becoming of a professional. This 

includes but is not limited to: 

“Professionalism requires behaving with dignity 
and showing respect and courtesy to clients, 
fellow professionals.... Professionalism requires the 
financial planner, individually and in cooperation 
with peers, to enhance and maintain the 
profession’s public image and its ability to serve the 
public interest.”   

Members need to be conscious to how their 

behaviours may be perceived by members of the 

public and how this may reflect on them and others 

in the profession. Members should also familiarise 

themselves with the Rules relating to General 

Conduct under Practice Standard 7 of the Code. 

Rule 7.3 states: 

“A Member must not engage in any conduct which 
reflects adversely on his or her integrity or fitness as 
a financial planner, his or her Membership of the 
FPA, or on the FPA.”

Communicating information about 
investment returns to clients 
Members will appreciate the risks of incorrectly 

summarising or passing on performance data on 

a client’s investments. Whether this is intentional 

or not, displaying incorrect figures may affect the 

client’s investment decision-making processes and 

hinder their ability to make informed investment 

decisions. For example, if the client’s investment 

returns are over represented, the client may 

be less likely to conduct a review and reassess 

their suitability and appetite for the underlying 

investments. Furthermore, they may be inclined to 

make financial decisions they otherwise would not 

pursue if they were privy to the true performance 

of their investments.  

Rule 7.2 of the Code states:  

“A Member must not, in the conduct of 
professional and business activities, engage in any 
act or omission of a misleading... nature, nor must 
the Member engage in any act or omission that is 
likely to mislead or deceive.” 

Communicating risks in relation to margin 
loans and the capitalising of the interest 
The FPA has received several consumer 

complaints which suggest a lack of understanding 

of the risks associated with capitalising interest in 

their margin lending portfolios. Capitalising interest 

within a share investment loan arrangement 

may offer benefits such as freeing up cash flow 

otherwise utilised to pay the interest upon the 

investment loan. 

However, there has been an increasing trend 
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Ongoing investigations as at 1 April 2011 52

New investigations 7

Investigations closed 22

Investigations ongoing as at 30 June 2011 37

Members suspended  0

Members expelled  

 Member/s : 1 

 • Don Nguyen

Other sanctions  0

Complaints and Disciplinary Report: April – June 2011

––    A Member must not engage 
in any conduct which reflects 

adversely on his or her integrity 
or fitness as a financial planner, 

his or her Membership of the 
FPA, or on the FPA.



in complaints concerning the lack of a clear 

explanation of the risks contained within these 

strategies. In the event of a market correction and 

capitalising interest environment, loan valuation 

ratios (LVR) increase at a faster rate than if the loan 

was being paid down. 

Furthermore, events where the market may track 

sideways and/or provide no nominal gain over a 

period of time, capitalising interest will increase the 

LVR. A market correction that is reasonable in size 

in conjunction with capitalising interest may have a 

significant impact on the LVR of the strategy. 

Members should consider stress testing of the 

portfolio through a host of parameters such as 

market downturns, different time periods and 

changes in interest rates. This should include 

worst case scenarios and be communicated to 

the clients. Consideration should be given to what 

would or could be done in this circumstance to 

reduce LVRs. For example, where would the client 

source funds to meet a margin call?

Understanding the movements of these variables 

and their influence on the LVR is pivotal in 

clients understanding the risks of the investment. 

Moreover, in considering the appropriateness 

of the advice, advisers should be conscious of 

where the excess cash flow is directed in the event 

the LVR is required to be reduced. If the client 

cannot afford to meet the interest payments and 

the strategy is deployed to provide them greater 

exposure to the market, they may struggle to 

reduce the LVR and in these circumstances may 

be required to sell down stock and crystalise 

equity losses. These risks should be specifically 

communicated to the client. 

Practice Standard 4.4, Rule 4.11(d) of the Code 

of Professional Practice (‘The Code’) states that in 

presenting financial planning recommendations 

to the client, the member must outline “the 
reasonably foreseeable risks and consequences of 
the recommendations”.

If you have any doubt about whether the client fully 

understands the risks, you should ask yourself 

again whether the strategy is appropriate for the 

particular client.

Terminated Members
On 10th March, 2011, the Australian Securities and 

Investments Commission banned Mr Don Nguyen 

[member No. 30494] from providing financial 

services. Mr Nguyen’s membership was accordingly 

automatically terminated in accordance with clause 

16.1(e) of the FPA Constitution (Nov 2010).

  AND DISCIPLINE REPORT
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WHERE THERE’S A 
WIL, THERE’S A WAY

      Ian Chester-Master CFP®, Mark Brimble, Bronnie Abraham, Jason Bragger CFP®, Cynthia Sercombe, Neil Kendall CFP®



It’s the one recurring problem that plagues most job seekers: How do I 
get a job without the relevant experience? It’s a question that has vexed 
both employees and employers for as long as people have worked. And 
it’s a situation made all the more harder for tertiary graduates wanting 
to break into their chosen profession.

In the old days, the solution was relatively straightforward – 

apprenticeships. It was an effective solution to equipping school 

leavers with the ‘on-the-job’ learning they needed to gain some level of 

experience.

But times have changed, and with an ever increasing number of young 

Australians seeking a tertiary education and qualifications, providing 

work-integrated learning (WIL) opportunities through most degree 

disciplines hasn’t been an option for universities.

While some degree courses include work-integrated learning programs 

as part of their degree offering – such as teaching, nursing and medicine 

through internships – most tertiary courses lack this practical learning 

opportunity. The lack of work-readiness of graduates, particularly in 

relation to work skills, is a problem that industry, government and 

employers are all too aware of. 

It’s a problem that the profession of financial planning is also grappling 

with, with many financial planners reticent about employing graduates 

into their businesses, citing lack of experience and relevant work skills 

as reasons to steer away from these candidates. But in a ‘catch-22’ 

situation, the industry freely acknowledges that it’s these students who 

are the very future of the industry.

So, the question begs to be asked: How do you give financial planning 

graduates the experience they need to make them attractive to you as 

an employer?

Professional Degree Program
In an industry first, Griffith University believes it has the answer. It has 

introduced the Bachelor of Commerce (Professional) degree with majors 

in either Accounting, Financial Planning or both, which significantly 

differs from the standard Bachelor’s degree by incorporating industry 

internships and professional development days in the three-year format it 

takes to complete the degree. These internships begin in the second 

year of the degree and carry through to the third year.

The development of this degree is in direct response to increasing 

industry demand for degree qualified and work ready graduates in 

financial planning, and in recognition of the need to parallel tertiary 

theory with applied and practical learning opportunities. 

Speaking to Financial Planning magazine, Griffith University Associate 

Professor Mark Brimble, who helped develop the unique Professional 

Development aspect of this degree, is justifiably proud of the 

achievement and success the program has had to date.

“Early on we recognised that those students who were actively 

participating and doing really well in class, as well as getting good 

grades, were the ones who had already put into the industry one way or 

another. So, we decided we would build a degree that would promote 

active work-based learning, and thereby attract more students to the 

accounting and financial planning professions,” says Brimble. 

“By developing this degree, it was also an opportunity for us as a tertiary 

institution to respond to Government and industry criticism at the 

general lack of preparedness by higher education in equipping students 

with the relevant skills and experience required to enter the workforce 

and their respective profession.”

Tupicoffs director Neil Kendall CFP® agrees that recruiting in financial 

planning is becoming more difficult each year. Therefore an internship 
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FPA Brisbane Chapter members are working with Griffith University in a program that 
delivers genuine work-integrated learning (WIL) opportunities via internships to students 
studying financial planning degrees. And participants in the program couldn’t be happier. 
Jayson Forrest reports.

––    “We decided we would build a degree that 
would promote active work-based learning, and 
thereby attract more students to the accounting 

and financial planning professions.”

Mark Brimble



program, like the one offered by Griffith University, is a valuable 

opportunity to identify future staff and have some input into what they 

are learning.

“As financial planning professionalises, graduates will become the sole 

source of new staff,” Kendall says.

The Program
Griffith University’s Bachelor of Commerce (Professional) degree 

enables students to complete half of their degree within the first 

year, over three trimesters. During this time they also complete a 

Professional Development (PD) program that equips them with the 

practical skills to prepare them for entry into the workforce in their 

second year. 

Course subjects include: accounting principles, business statistics, 

retirement and estate planning, investment planning, revenue law, 

tax planning, wealth management, risk management and insurance, 

introduction to financial planning and business law, and financial 

planning, construction and review.

It’s not until their second and third years, that students convert to 

studying on a part-time basis – two courses per trimester – while 

undertaking a financial planning internship. 

For students opting for the Financial Planning major of this degree, 

the course is designed to provide the students with partial RG146 

compliance to facilitate their internship positions (financial planning, 

securities, managed funds, insurance skills, generic knowledge). The 

remainder of the RG146 compliance program is completed in year two.

This mix of work and study, says Brimble, enables students to 

complete their degrees within three years, while building two years of 

relevant industry experience.

Internships
A key component of the Professional Development part of the degree 

is the internships, which the university has worked closely with the 

FPA and practitioner members, as well as other key stakeholders, 

to develop. The official internship process starts with a competitive 

recruitment regime that is held prior to the third trimester each year. 

This is a full recruitment process with applications from students and 

subsequent employer interviews.

Students are matched with employers. This year the quota was 40 

students. Jason Bragger CFP®, a director at DolFinwise, is one of a 

number of FPA members who is actively participating in the program. 

He currently has one student finishing her degree with the company this 

year, and another intern who is in her second year of her degree but the 

first year of her internship.

“I’ve picked up some excellent staff,” says Bragger. “It’s handy how 

the staff hours can grow over the course of the program, so as staff 

become more skilled, their role in the business can grow.”

Bragger has had some very positive experiences with the interns he 

has had in the business. “I understand that not all interns are as job 

ready as the ones I’ve had, but I’ve found my two to be fast learners 

and the job skills being backed up by tertiary study in the right areas 

is fantastic.”

Kendall, who has employed his intern from last year along with 

two other former Griffith students, is impressed with the quality of 

candidates placed in his business.

“Griffith is now our first option when looking for new staff,” Kendall 

says. “The strong ethical focus and good financial planning skills make 

their students excellent candidates.”

Bragger advises any other planners considering taking on an intern to 

interview all candidates thoroughly and choose the right ones for your 

business. “It is the first serious job for many of the interns, so they 

need to have someone available to mentor them into the role.” 

He adds that employers must be flexible with the hours interns spend 

in the office and with their studies.

Professional Development
The Professional Development part of the degree not only provides a 

practical internship component for students but also practical sessions 

that equip students with an array of ‘softer’ skills that many in the 

workplace would take for granted. These include: how to properly 

dress for the work; how to address a client; phone etiquette; how to 

formulate and write a client letter; how to talk to colleagues and clients; 

how to properly behave in the workplace; work ethics and so forth. 

Another key component of the Professional Development program are 

the ‘pod’ sessions and professional development days that students 

must attend. These ‘pods’ are made up of between six to 12 people, 

including practitioners and an academic who facilitates the session. 

The pods come together three times a year - once per trimester. 

MENTORING
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These pods, according to Brimble, serve as a valuable mentoring 

session for students, who have the opportunity to work through any 

issues with industry professionals, as well as their peers. 

Stakeholders
However, the formulation of the Professional Development component 

of the degree wasn’t purely a Griffith University initiative. Brimble 

freely admits that it wouldn’t have been possible without the support 

and consultation of key stakeholders, including industry associations, 

such as the FPA, as well as a number of locally-based Brisbane 

practitioners, including Neil Kendall from Tupicoffs.

“Griffith University has been very inclusive with its program,” 

Kendall says. “We are regularly invited to participate in student 

training days and mentor students. We are encouraged to bring the 

practical aspects of financial planning into the campus classrooms to 

complement normal classes.”

Industry consultation on the Bachelor of Commerce (Professional) degree 

began in December 2006, taking just one year to develop, which in itself, 

according to Brimble, was a remarkable effort. The degree was first rolled 

out to students in 2008. The use of the term ‘Professional’ in the name of 

the degree distinguishes it from the standard undergraduate degree that 

doesn’t incorporate the Professional Development component – such as 

internships – of the degree.

Participation
For financial planning practices wanting to participate in the 

Professional Development part of the program, the process is relatively 

straightforward – just let Griffith University know.

FPA Brisbane Chapter chair Ian Chester-Master CFP® is upbeat in his 

praise of the internship and work-skills aspects of the degree program.

“I encourage FPA members to make themselves aware of this unique 

student program and take the time to meet and talk with the university 

and students. Interns are a great way of recruiting future paraplanners 

and ultimately planners without expensive recruitment fees,” Chester-

Master says. “It’s an opportunity where you can get somebody in at 

ground-level, who you can train to understand your business and 

processes, in a cost-effective way. But most importantly, it’s a great 

way for planners to support the future of our profession.” 

Potential financial planning practices wanting to be involved in this 

program are asked to complete an ‘Expression of Interest’ form at 

Griffith Business School, however, Brimble adds that the university is 

also willing to go to planner practices and meet with practitioners to 

discuss the benefits of the program, particularly the internship.

“I like to emphasise to planners taking on an intern that the student is not 

there to make coffee or man the reception desk,” Brimble says. “They 

need to be viewed as worthwhile employees of the organisation. They are 

there to learn and to put into practice what they’ve been taught.”

Partnership
So, exactly how does Griffith University work with planning practices 

to ensure the internship is of benefit to both parties? It’s a question 

Brimble is keen to answer.

“This is a partnership between higher education and industry. It’s 

a working relationship. We work with both planners and students to 

ensure this is a beneficial and worthwhile experience for both. We also 

conduct on-site visits at least once a year with students to see how 

they are coping in the workplace,” Brimble says.

“Both planners and students continuously provide us with feedback, 

so we are able to act a lot faster to address issues as they arise. 

Feedback is also essential in helping us improve this program for 

students and planners.” 

From an employer’s perspective, Bragger has found the working 

relationship with Griffith University to be good.

“I’ve tried to give a bit back and be available to talk at most of the PD 

days,” he says. “As a result, you give up some time but I think it’s 

worth it to get to know the potential recruits for the following year.”

From his point of view, Kendall believes the internship program has 

made a big difference to the “work readiness of students”. However, 

he recommends that as a possible improvement to the overall 

program, more plan writing be added to the educational content of the 

program.

Bragger also adds that the continued success of the program rests on 

improving the communication between the university and employers.
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Bronnie Abraham and Cynthia Sercombe are typical success 
stories emanating from the Bachelor of Commerce (Professional) 
degree program at Griffith University.

Cynthia, having graduated with a double major in Accounting 

and Financial Planning last year, as well as being awarded the 

University Medal, is no academic lightweight. She is now working at 

Tupicoffs under the careful eye of Neil Kendall CFP®. Bronnie is in 

her final year of tertiary studies, meaning her internship with Jason 

Bragger CFP® at DolFinwise concludes at the end of this year.

In choosing financial planning as a major in their degree, as well 

as future profession, Financial Planning magazine couldn’t help 

but wonder what drew them both to financial planning in the first 

place. For Cynthia, the answer was quite straightforward: “I grew 

up reading and listening about financial services – from the likes 

of Noel Whittaker and Paul Clitheroe. These guys inspired me and 

fostered my interest in financial markets. I was really attracted to 

the idea of improving my own understanding of financial matters 

and helping others with their financial needs, particularly those in 

dire straights. The opportunity really excites me.”

Both ladies agree they were drawn to the Professional 

Development aspect of the Commerce degree, which provided 

them with practical “on-the-job” training, as well as the benefits of 

entry into the financial planning profession through the internship.

“And the fact that we were also being paid while doing our 

internships was also a welcome aspect of this course,” adds 

Bronnie. “For a typical student just out of high school, the bonus 

of earning some money while studying for your degree was hugely 

attractive.”

The young planners are enthusiastic in their praise of the degree, 

not just the formalised subject component, but primarily that of the 

internship and professional development aspect of the program.

“You can’t underestimate the quality of learning and mentoring 

you get when you sit down with an experienced professional, 

either in the work place or in professional development sessions, 

and just talk about issues and processes,” Cynthia says. “The 

whole program has better prepared me for my transition into the 

workplace. It’s helped make me feel more confident about my 

own abilities.”

Bronnie adds: “It’s also the ‘soft skills’ you learn, like how to 

interview people, how to write letters, or simply how to network. 

These are all really important skills that I have learnt through the 

professional development component of the degree.”

A typical day as part of the internship for both ladies included 

doing administration work in their first year of the internship, 

stepping up to paraplanning in their second year.

“Doing both admin and paraplanning really gives you a great base 

from which to learn,” says Bronnie. “I really feel like it’s giving me 

a firm foundation on which to launch my career.”

With Cynthia now out in the workforce and Bronnie only a few 

months away from completing her degree, do they have any 

suggestions on how the professional development component of 

the degree can be improved? 

Cynthia carefully considers her response: “It really is a good 

program. Perhaps I’d question the relevance of some of the 

MENTORING
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“This year, the interns got a bit frustrated that the PD day dates have shifted 

around a bit, making it hard for them to plan. They are juggling work and 

exams and the PD program, so they, like us, like to be able to plan ahead.”

Bragger also believes that some guidelines and standardisation from the 

university on various terms and conditions for the interns, for example, 

how much they should be paid, would be helpful to employers, as there 

is currently “massive difference and uncertainty” in the industry around 

these terms and conditions.

Success
The success of any program is measured in its results. So, how 

successful has the Professional Development component of the degree 

been? Brimble cannot conceal his smile. He is unashamedly proud of 

the success the program has enjoyed to date. 

Not only has the Bachelor of Commerce (Professional) degree recently 

been awarded a national citation for outstanding contributions to student 

learning by the Australian Learning and Teaching Council, it follows 

similar national recognition the degree received in 2009 when it won the 

Best Higher Education and Training Collaboration award at the Business/

Higher Education Round Table. This award recognises outstanding 

achievements in collaboration between business and tertiary education.

But it’s the 100 per cent employment rate for its first cohort of 

graduates – the class of 2010 – that Brimble is most proud of. It was the 

driving reason behind setting up the internship as part of the degree’s 

professional program.

“You can’t underestimate the power of ‘on-the-job’ learning that an internship 

provides. That’s what differentiates this professional degree program 

with other standard ones in the market,” Brimble says. “Our students are 

employable from the day they graduate and have the necessary work-skills 

that are valued by employers. It’s a win-win situation.” 

Kendall offers some parting advice to any planner considering partnering 

this program: “This is a great initiative that will provide new high quality 

staff into planning practices. Be aware that most interns are very young 

and need guidance on correct office procedures, but they are generally 

well educated and motivated towards a career in financial planning. 

Expect to put some time and effort into the process but it will be cheaper 

than using a recruiter to find people.”

Chester-Master agrees: “I am staggered that no other Australian 

university has tried to replicate this program. To me it’s an absolute no 

brainer. The university is delivering graduates who are business ready. 

I don’t believe these students realise what a competitive advantage 

they have by doing this degree with this Professional Development 

component and what competitive advantage Griffith University has by 

offering this type of degree.”

And with two national citations under its belt, it’s hard to disagree. •

sessions,” she jokes. “But if you’d press me for an answer, 

I’d have to say there needs to be better communication and 

negotiation between the university and employers regarding 

professional development days,” she says. “I don’t think all 

employers understand that students need to attend these 

professional development days as part of the program and 

fulfilling the degree requirements. Instead, they think the ‘on the 

job’ training as part of the internship satisfies this need. I just 

think there needs to be much clearer communication between 

employers and the university.”

So, what would their advice be to any prospective student 

considering undertaking this professional degree program?

“Just do it,” says Bronnie. “You learn so much more about 

financial planning by working in a practice than you do by sitting 

in a classroom.”

It’s a view supported by Cynthia: “The professional development 

aspect of this degree is definitely more valuable than a standard 

Commerce degree. The practical experience you gain through 

the internship, the professional development days and the 

pod sessions are critical. It really gives graduates a massive 

advantage and head start in the competitive job market.” •
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PRACTICE MANAGEMENT

HOW TO CRACK SOCIAL 
MEDIA MARKETING

There are many questions about social media 

marketing and how effective it can be for your 

business today. There is unlimited research 

suggesting that there are a great number of 

opportunities for brand building, relationship 

building and ultimately lead generation. 

Those businesses that are using various 

channels have taken the time to apply it and 

integrate it into their existing marketing plan.  

One of the golden tips if you are to be successful 

in the long-term is that you need to be sure of 

what your message is.  You will need to be clear 

on who you help and how you help them, which 

social media channels to use, what you are 

going to say (your message) and how often you 

are going to say it. As a financial planner, you 

are in an ideal situation to make social media 

marketing work for you.

 If you feel as though you are a rookie with social 

media marketing, you may wonder why some 

of your colleagues who claim to be immersed 

in social media aren’t achieving the results 

they want. Those who are most successful 

have realised some time ago that social media 

marketing is here to stay and not just a fad. 

There are documented facts where people have 

connected via LinkedIn and Facebook and 

received business referrals the very next day. 

Clients appreciate when a friend or colleague 

has referred a business to them. They feel 

as though the adviser can be trusted. Social 

networking gives people the opportunity to have 

conversations and talk about who they know, 

who they use and why.

However, there are only so many hours in even 

the longest day. There are some advisers who 

believe they can outsource the job of social 

media marketing (the content), and others who 

feel their staff can do it. 

Those advisers who are having success with social 

media marketing are actually doing it themselves. 

They spend no more than 30 minutes a day and 

they are having success. All too often people are 

asking, ‘what does success look like?’ Those who 

are using it know that success lies in the ability 

for a client or prospect to find them easily online. 

In fact, 80 per cent of people who meet you have 

most probably Googled your name. So, where do 

you rank on Google?

Many advisers are wondering if social media is 

here to stay and the answer is ‘yes’. Has it been 

completely figured out and is it a guaranteed 

marketing channel for your business? Perhaps not 

but then again neither is advertising, cold calling, 

direct mail or playing golf.

Some advisers are having great success using 

various social media channels including Twitter 

and LinkedIn, but not because of direct new 

business but rather brand awareness and 

providing deeper validity to their new clients and 

prospects. They will continue to develop and 

enhance their existing social media strategy with 

a focus on awareness and education, as opposed 

to simply lead generation. In fact, they believe that 

their clients and future clients almost demand their 

advisers have an online presence and strategy.

Networking is an invaluable way of building 

What is Social Media Marketing, why is everybody talking about it, 
and how can you use it in your practice? Rachel Staggs explains.  
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relationships, talking with like-minded people, 

developing profiles in the industry as trusted 

advisers, and as a means of providing value 

to people. Social networking shares the same 

principles.

There are countless marketing books available 

with tips and suggestions on how to develop 

your reputation, how to network at dinner 

events, and which golf courses to go to in order 

to network. And while these offline strategies are 

still very much essential to business, there is a 

new way – online. But importantly, don’t put all 

your eggs in one basket, integrate them all into 

your marketing plan. 

A good number of advisers are already adopting 

social media. These advisers have worked out 

where their clients hang out, many of them on 

Face Book and LinkedIn, and they know that 

people are typing keywords into Google, looking 

for answers to their financial problems.

So, many of our clients today have more choices 

of where they get their information than ever 

before and we have the web to thank for that. 

Not only is social media marketing an excellent 

way to build relationships and business, but it’s 

an amazing tool for people to find you online. 

And if people are online looking for answers to 

their problems, why aren’t you there giving them 

the value?

The web has changed our approach to 

marketing. Before the web we were taught to 

interrupt people, sell our service, then leave. 

So rather than interrupting someone, your web 

marketing adds value. Consumers are searching 

the web for answers; you are simply helping 

them make an informed decision by giving them 

more knowledge, support and confidence to 

choose you to help them solve their problem.

No longer does it matter how big your business 

is, the web is available for any size business, 

big or boutique. You can start a conversation 

with your target audience and promote your 

business, and it shouldn’t cost a fortune. 

Rachel Staggs is managing director of SRS 
Coaching and Consulting. If you are interested 
in learning more about how to use social media 
and how to avoid the common pitfalls, then 
please email rachel@srscc.com.au for your free 
guide.
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1. Be active

2. Acknowledge others

3. Be human, be yourself

4. Be honest and transparent

5. It’s not all about you, you need to give

6. Listen to what others are saying

7. Continually seek new relationships

8. Allow others to interact

9.  Understand who you are connected to 

and match your message

10. If you don’t like it – stay away!

10 tips to build relationships and add 
value online



A ‘disability super benefit’ requires two legally 
qualified medical practitioners to certify that 
because of ill health it is unlikely that a person 
can ever be gainfully employed in a capacity for 
which he or she is reasonably qualified because 
of education, experience or training.

Where the definitions are different, the amount 

that is deductible will need to be apportioned. An 

actuary’s certificate may be required to determine the 

proportion of the premium that is deductible, where 

this is not specified in the insurance policy. However, 

from 1 July 2011, the fund will be able to claim a 

deduction based on a prescribed percentage instead 

of obtaining an actuary’s certificate.

Self-insured funds will also have the option of 

using a prescribed percentage deduction for the 

arm’s length cost of insurance to provide disability 

super benefits.

A consultation paper has been released 

proposing the percentages which would be 

prescribed in the regulations (see Table 1).

The paper also sets out the definitions of the 

associated TPD insurance policies that would be 

prescribed in the regulations.

It is proposed that funds will be able to deduct 

the percentages specified in Table 1 if they have 

TPD definitions (under an insurance policy or 

trust deed for self-insured funds) that are at least 

as restrictive as the corresponding definitions set 

out in the regulations. 

Example: 
ABC Super Fund owns an insurance policy which 
covers its members in the event of permanent 
disability. Permanent disability is defined in the 
insurance policy as the member’s inability to 
perform his or her own occupation. The part 
of the insurance premium that relates to ABC 
Super’s liability to provide disability super benefits 
to members is not specified in the policy.

Currently, ABC Super is required to obtain an 
actuarial certificate to determine the amount of 
the ‘own occupation’ insurance premium that 

relates to its liability to provide disability super 
benefits to its members. ABC Super can claim a 
deduction for this amount.

Under the new arrangement, ABC Super can 
deduct the percentage of the premium paid 
for ‘own occupation’ insurance that is specified 
in the regulations, without the need to obtain 
an actuarial certificate. Because the insurance 
policy offered by ABC Super is ‘own occupation’ 
insurance (without a loss of limb add-on), the 
fund can claim a deduction for 60 per cent of the 
policy premium.

Alternatively, ABC Super can choose to engage an 
actuary to calculate the deductible portion of the 
premium.

Comments on the consultation paper were 

accepted up to 1 July 2011 and the measure is 

proposed to apply from that date.

Super funds with TPD definitions that do not 

correspond to those that will be set out in the final 

TECHNICAL UPDATE

TPD INSURANCE 
INSIDE SUPER

From 1 July 2011, premiums for Trauma and Permanent 
Disability (TPD) will only be fully deductible to a complying 
super fund if the policy provides a ‘disability super benefit’, 
writes Rachel Leong. 
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regulations may still need to obtain an actuarial 

certificate or alternatively amend their insurance 

policy or trust deed definitions.

This measure will reduce costs for super funds 

as they can avoid engaging an actuary to 

determine the deductible portion of premiums in 

many cases.

Note: Transitional relief until 30 June 2011 

allowed super funds to claim a deduction under 

a broader definition of disability super benefit 

(allowing a deduction on own occupation TPD 

policies). An actuarial certificate is not required 

under the transitional measure.

Own occupation TPD
Own occupation policies pay insurance 

proceeds to the super fund according to the 

specifications within the contract, generally 

when an individual is unable to perform 

the duties associated with their particular 

occupation. A trustee of a super fund may 

release super benefits under the permanent 

incapacity condition of release if the trustee is 

reasonably satisfied the person is unlikely to 

engage in gainful employment for which the 

person is qualified by education, training or 

experience.

The significant difference between the 

insurance definition under an own occupation 

policy and the super condition of release 

may result in the premiums for these types of 

policies not being fully deductible to the super 

fund from 1 July 2011.

Although any occupation TPD policy 

specifications for release of proceeds are not 

exactly the same as the permanent incapacity 

condition of release, they are much more closely 

aligned compared to an own occupation TPD 

policy. Therefore, generally, any occupation TPD 

policies should remain deductible to the fund 

after 1 July 2011.

TR 2010/D9 - deductibility of TPD 
premiums
The Australian Taxation Office’s draft tax 

ruling TR 2010/D9 considers when a tax 

deduction is available for premiums paid by a 

super fund to provide TPD insurance cover for 

members.  

Note: This ruling does not discuss the transitional 

provisions applicable until 30 June 2011.

Some insured events under TPD polices may 

not give rise to a requirement by the fund to 

pay a disability super benefit. In this case, 

the premiums may not be deductible or 

may only be partially deductible. Examples 

include own occupation and loss of limbs and/

or sight cover. While the insurer may make 

a payout because the individual can never 

return to their current or similar job, the super 

fund may not make a payment because the 

individual may be able to do another job. 

In this instance, the individual is unlikely 

to satisfy either the definition of a disability 

super benefit (to enable full deductibility of 

the premiums) or the permanent incapacity 

condition of release (to enable payment of a 

benefit from the super fund).   

In these instances, the premiums must be 

apportioned and the amount attributable to a 

disability super benefit certified by an actuary.

Other common insured events in TPD policies 

such as loss of independence and home/

domestic duties cover are likely to result in 

the payment of a disability super benefit and 

therefore be fully deductible.

The likelihood of an insured event occurring 

does not impact the extent to which a premium 

is deductible.

Summary
The closer the alignment of the definition of 

the insured event in a TPD policy with the 

definition of a disability super benefit, the 

greater the likelihood of the premiums being 

deductible. As premiums may not be wholly or 

partially deductible from 1 July 2011, this may 

raise the cost to the super fund. This rise may 

be passed onto members and therefore the 

difference in cost between holding insurance 

inside super compared to outside super may 

become smaller.  

Rachel Leong is Technical Service Manager at 
Suncorp Life.
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Policy type Deductible portion of premium

Any occupation insurance 100%

Any occupation insurance with loss of limb add-on 90%

Own occupation insurance 60%

Own occupation insurance with loss of limb add-on 50%

Inability to perform activities of daily living insurance 60%

Inability to perform activities of daily living insurance  

with loss of limb add-on 50%

Table 1: Proposed Percentages



July 1 was a benchmark date for the FPA, 
moving from a member association to a 
professional body of individual practitioner 
members all working in the best interests of 
Australian consumers.

This transformation has provided the FPA with 

a unique opportunity in which to reposition 

its thinking and approach to how it formulates 

policy, and the extent to which members can 

be involved in the process.

To this end, the FPA, led by General Manager, 

Policy and Government Relations, Dante 

De Gori has developed a strategic policy 

framework – ‘the Four Policy Pillars’ - that is 

aligned to the FPA’s new professional structure. 

The Four Policy Pillars is structured around 

four key principles that must first be achieved 

in order for policy to be considered by relevant 

policy committees and finally, the FPA Board. 

Those four policy pillars are:

• It must be in the public’s best interest;

• It must enhance professional practitioners;

• It must adhere to and improve on 

Government and regulatory requirements; and

• It must be aligned to the FPA’s Code of 

Professional Practice.

While these policy pillars are not in any 

particular order of importance, De Gori 

emphasises that with the FPA’s mandate 

from members to transition to a professional 

association, acting in the best interests of the 

public must always apply.

“Acting in the public interest is the difference 

between being a member association and 

being a professional body,” says De Gori. “It is 

conceivable that a situation could arise where 

a policy has been proposed that conflicts 

between the public’s interest and practitioners’ 

interests, and then in these cases the public 

interest has to prevail.”

Four Pillars
The key elements of the Four Policy Pillars are 

as follows:

1. Public Interest
As a professional association, all policy must be 

created in the public’s best interest.

2. Professional Practitioner
All policy developed and approved must meet 

the interests of practitioner members in a way 

that helps to enhance the professionalism of 

planners and facilitate a sustainable business 

and advice offering to clients. 

3. Government and Regulatory
Policy needs to contribute to creating efficient 

and effective regulation of the industry, 

without creating unnecessary regulation, 

duplication and additional ‘red tape’. Policy 

should ideally minimise or remove existing 

regulation without compromising the integrity 

of what is best for the consumer. 

4. Code of Professional Practice
This pillar clearly differentiates FPA members 

from other associations in the marketplace. 

The Code aligns members to a high standard 

of professionalism and integrity, which provides 

practitioners with a higher level of standing and 

trust within the community. Policy, therefore, 

needs to be fully consistent with the Code of 

Professional Practice to reinforce and support 

the behaviours that reflect good conduct.

Process
Before any policy can be ratified it must first 

be recommended to the FPA Board via its 

committee structure, including the Policy 

and Regulation committee and the Board 

Professionalism and Policy committee. 

However, De Gori adds that the FPA Board 

itself can directly initiate policy. 

These committees consist of members of the 

FPA Board, practitioner members and relevant 

industry specialists such as compliance and 

legal professionals.

REGULATION UPDATE

THE FOUR 
POLICY PILLARS

The FPA has developed a set of policy principles, called ‘Policy 
Pillars’, that it believes will help improve transparency in the 
development of policy. Dante De Gori explains to Jayson Forrest 
how adherence to these four Policy Pillars will improve the 
integrity of the profession.
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While policy can be developed directly by the 

FPA Board or developed through the main 

member representative committee structures, 

De Gori emphasises that any practitioner 

member can submit a policy for consideration. 

To this end, the FPA has developed a 

formalised one-page ‘Policy – Submission 

Statement’ (which is available for downloading 

at www.fpa.asn.au), which members can use 

to articulate their policy recommendation. 

Use of this ‘Submission Statement’ will 

enable practitioners to clearly map their 

policy recommendations to the Four Policy 

Pillars. Only by adhering to all four pillars will 

submissions be considered.

Once the submission meets the criteria 

of the Four Policy Pillars, will the policy 

be developed or altered (if it’s an existing 

policy), then referred for consultation, 

discussed at committee level, and then a 

policy position drafted for the FPA Board for 

consideration. At this stage the FPA Board 

can either approve or reject the policy, or 

decide whether the policy should be sent to 

members for consultation.

“When a proposed policy position is referred 

by the committees for broader consultation, 

the proposed policy will be published on the 

members-only section of the FPA website and 

communicated to members through the FPA’s 

regular e-newsletter,” De Gori says.

This wider consultation, says De Gori, may 

consist of a number of methods including 

workshops, discussion forums, surveys, 

written consultation, and through Chapter 

discussion groups.

The period of consultation with FPA members 

is dictated by the period of consultation 

provided by the Government or the regulator. 

However, where no time limit exists, 

consultation is at least 21 days from the date 

of its publication, except when the FPA Board 

or the committees consider that the policy 

should be issued as a matter of urgency. In 

this case, the period of consultation is at least 

seven days.

Transparency
De Gori is adamant that the Four Policy Pillars 

process will be as transparent as possible for 

members, such as being notified at what stage 

their submission was deemed unsuccessful 

and explained why, or that their policy 

recommendation has been approved.

“The Four Policy Pillars are designed to 

influence Government policy positions 

and produce more efficient and effective 

regulation of the financial planning industry, 

which benefits everyone involved, especially 

our members and their clients,” says De Gori. 

“This in turn will help deliver professional 

respect, equality and recognition by the 

community, Government, media and our 

professional peers in other disciplines.

“I encourage all members to view the 

‘Strategic Policy Framework – the Four Policy 

Pillars’ on the FPA website. The Four Policy 

Pillars process is a transparent framework 

whereby all member practitioners and key 

stakeholders can help shape existing and 

future FPA policy.”

The Four Policy Pillars framework is 

currently in operation, having been approved 

at the 3 June FPA Board meeting, with 

the new committee structure also up and 

running. 

For more information on the Four Policy 

Pillars, go to www.fpa.asn.au.

Upcoming issues of Financial Planning 
magazine will provide greater detail of each 
of the Four Policy Pillars and provide an 
example of how members can effectively map 
a submission to these pillars.
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––    “The Four Policy Pillars 
process is a transparent 
framework whereby all 

member practitioners and key 
stakeholders can help shape 

existing and future FPA policy.”

Dante De Gori



Last year the Australian Children’s Music Foundation 
(ACMF) was given a Future2 Foundation grant of 
$10,000 for its Youth at Risk program, which went 
towards the ACMENA Juvenile Justice Detention 
Centre in South Grafton and the Frank Baxter Juvenile 
Justice Centre on the Central Coast, NSW.

ACMF - founded by children’s entertainer and 

musician Don Spencer - launched Youth at Risk eight 

years ago. It is now run at 17 of the country’s 20 

juvenile detention centres, where children as young 

as 10 are serving sentences for serious crimes, from 

break-and-enter to murder.

Fundraising has been difficult over the last few years 

in light of the global financial crisis, as well as all 

the natural disasters, said ACMF executive director, 

Vicki Fitzgibbon. However, she added, it can also be 

difficult considering the nature of the cause, as not 

everyone understood what these children had gone 

though.

“Future2’s vision is about giving disadvantaged kids 

a second chance - but for these kids it’s often their 

first chance,” she explained. “Yes, they deserve to be 

punished for what they’ve done wrong. But these are 

kids, and how did they end up there?”

Many of the children came from extremely 

disadvantaged, dysfunctional and often abusive family 

lives, said Fitzgibbon. The Youth at Risk program 

helped them learn how to express themselves and to 

just have fun, simple things that Fitzgibbon said made 

all the difference.

“Often they’ve missed out on what we would 

consider to be the normal range of social and 

recreational activities,” she said. “Many of them 

have severe educational deficiencies - a lot haven’t 

even gone to school. So participating in this 

program has helped them improve their literacy, 

and all the skills that they are learning, they are 

applying to other subjects. They see the benefits of 

getting an education.”

One of the students who participated in the program 

at ACMENA was the first in his family to pass Year 10.

“It’s huge because if kids get an education it gets 

them out of where they’ve been,” said Fitzgibbon. 

The Future2 grant went towards paying salaries to 

permanently-employed musicians at Frank Baxter 

and ACMENA, whose importance could not be 

underestimated. 

“These kids have been let down so many times, they 

need to know they can rely on that person being 

there,” said Fitzgibbon. “Because the teachers are 

there every week, the kids learn to trust them and they 

IN THE COMMUNITY

GRANTS HELP KIDS IN NEED
CAROLINE MUNRO spoke to two Future2 grant recipients to find out how the financial support of the 
industry is helping disadvantaged young Australians. 
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MUSIC PROGRAM GIVES HOPE TO 
YOUNG OFFENDERS
Most people would not deny charitable giving for children’s causes. But if those children committed serious 
crimes, it may be a more emotive issue.

Children at the ACMENA Juvenile Justice Detention Centre in South Grafton learn the guitar as part of the Australian Children’s 

Music Foundation Youth at Risk program. Their faces have been covered to protect their identities.
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Charcoal Lane in Melbourne is a restaurant that provides 
what discerning diners have come to expect in that city 
– authentic, quality Australian cuisine. However, it is 
not just the infusion of native flavours and the favourite 
kangaroo dish that have enabled this social upliftment 
project to become a commercially viable business.

Charcoal Lane is a Mission Australia project that 

combines work experience, hospitality training and 

a supportive environment to enable Aboriginal and 

disadvantaged young people to transition to mainstream 

employment. It has just celebrated its second 

anniversary, and Mission Australia state director for 

Victoria, Paul Bird was proud of the fact that it has just 

completed its first 18 month-cycle of trainees, eight of 

whom will go on to start a career as chefs.

This could not be achieved without charitable support 

like that provided by the Future2 Foundation, which last 

year awarded Charcoal Lane a $15,000 grant following 

an endorsement by FPA Melbourne Chapter Chair, Julian 

Place CFP®. 

Bird said the money from the grant covered the unfunded 

costs of putting one trainee through the 18-month 

course.

“Future2 has transformed the life of an Aboriginal person 

who will now have a career as a chef,” he said. “Eighteen 

months ago that person had consigned themselves to 

a life of unemployment and a situation where they had 

massive personal issues – now they have a sustainable 

life and livelihood.”

Support like that offered by Future2 has also enabled 

the program to carry out the type of evaluation research 

that influenced Government and attracted funding, Bird 

added. Charcoal Lane and Mission Australia gained the 

attention of Victoria’s Youth Minister and the restaurant is 

set to host a social enterprise forum.

Not only has the restaurant come a long way but so 

too have its trainees, many of whom have come from 

a family environment dependent on social security and 

where they may have experienced abuse. Bird said 

the cost of putting someone through the program was 

small considering it enabled them to transition from that 

situation to one where they could have a career.

While some trainees from the first group have gone on 

to pursue other employment or have had to leave due 

to family commitments or other personal issues, Bird 

was pleased to note that the program had a 70 per cent 

success rate of trainees transitioning to mainstream 

employment. Some trainees enjoyed the training program 

so much they have found employment through TAFE to 

teach other young people, he added. 

Mission Australia worked closely with the aboriginal 

community and the Victoria Aboriginal Health Service to 

bring Charcoal Lane and its trainees together. However, 

the program included youth from other disadvantaged 

backgrounds and two Zimbabweans participated in the 

first group of trainees, adding yet more cultural flavour, 

said Bird.

He described the project as “reconciliation through 

dining”.

“It’s trying to get people to experience an exciting dining 

experience, where they can get a flavour of Aboriginal 

culture at the same time,” he said. “If we are to achieve 

reconciliation, we need things like Charcoal Lane to 

enable people to meet Aboriginal people and experience 

the culture.”

Charcoal Lane’s chefs use flavours native to Australia, 

such as lemon thyme. And while kangaroo remains the 

favourite dish, Bird said it was by no means bush tucker.

“It’s contemporary Australian cuisine infused with native 

flavours,” he said, adding that Charcoal Lane offered 

quality dining to complement Melbourne’s culinary culture.

For more information, visit www.charcoallane.com.au or 

visit www.future2foundation.org.au.

A RECIPE FOR SUCCESS
Helping one person may seem like a drop in the ocean – but its ripple 
effect can last for generations.

open up more freely when writing the songs and so 

on. As a result, the teacher often becomes a mentor 

to them.”

The program has been so successful at ACMENA 

and Frank Baxter that there is a waiting list, resulting 

in an incentive for positive behaviour. Fitzgibbon 

said the centres reported back that the program 

helped increase self-esteem, confidence and 

positive expression, reducing the rate of children 

recommitting crimes. 

In the first half of this year, three students 

continued their interest in music on leaving Frank 

Baxter. The ACMENA student who achieved his 

Year 10 has continued his studies and was given a 

guitar on leaving the centre after showing promise, 

not only with that instrument, but also with the 

piano and drums. He is among a number of 

former students from various centres who, having 

shown a commitment to their music, have been 

given new instruments by ACMF to carry on that 

passion.

Future2 became aware of Youth at Risk through 

FPA practitioner John Tutt CFP®, who has been an 

active fundraiser and proponent of ACMF’s work. 

Fitzgibbon thanked him and Future2, hoping for 

further support in the future.

To learn more, visit www.acmf.com.au or check out 

the Future2 website at www.future2foundation.org.au.

Well-known children’s entertainer and muscian Don Spencer 

launched the Youth at Risk program eight years ago.



AUGUST 2011 INCOME STREAM REVIEWS

AGREEMENT WITH THE 
CZECH REPUBLIC

2011 TAX RETURN

In August 2011, Centrelink will conduct 
its usual review of customers who hold 
a current allocated (account based 
pension) or a market-linked (term 
allocated pension) income stream. 
That includes those sourced from a 
Self-Managed Superannuation Fund 
(SMSF) or a Small APRA Fund (SAF).

If a person, or their partner, owns any 

of these income streams they may 

receive a review letter asking them to 

provide the following information about 

their product:

• the 1 July 2011 account balance;

• their new nominated annual income 

amount for the 2011–12 financial year; 

and

• any commutations (lump sum 

withdrawals other than the normal 

regular payments) made in the 

2010–11 financial year.

Please note: the August review also 

includes asset-test exempt lifetime 

and life expectancy income streams 

sourced from an SMSF or SAF. If a 

person, or their partner, own one of 

these they will be asked to provide an 

Actuarial Certificate to verify that your 

fund can continue to pay this income 

stream.

Please note: information requested in 

this review cannot be accepted over 

the phone. Centrelink must receive a 

completed review letter.

For details on Centrelink income 

stream reviews, please visit  

www.centrelink.gov.au

Australia has entered in to an international social 

security agreement with the Czech Republic, 

starting from 1 July, 2011.

The agreement enables people to count periods 

they have lived in Australia between 16 years of 

age and age pension age as insurance periods 

in the Czech Republic. This may help them 

to qualify for Czech old age, disability and 

survivors’ benefits and to receive these benefits 

in Australia. 

The agreement also enables people to combine 

periods of Australian residence with periods 

of insurance in the Czech Republic to meet 

residence requirements for the Australian Age 

Pension. 

Centrelink will send Czech claim forms to people 

in Australia whose records indicate they have 

an association with the Czech Republic. These 

claim forms should be returned to Centrelink 

International Services in the reply-paid envelope 

provided. 

Australian social security law requires all 

Australians to take reasonable action to claim 

any foreign pension entitlements they may have.

For more information, visit www.centrelink.gov.au 

and read the Social Security Agreement 
between Australia and the Czech Republic 

factsheet or call Centrelink International 

Services on 13 16 73.

Centrelink customers will need to lodge a 

tax return if, during 2010–11 they:

• paid tax;

• were eligible for the senior Australians’ 

tax offset and their rebate income 

exceeded the threshold amount relevant 

to their circumstances;

• were not eligible for the senior 

Australians’ tax offset and they received 

an Australian Government pension, 

allowance or payment, and their 

rebate or taxable income exceeded 

the threshold amount relevant to their 

circumstances;

• their taxable income was greater than 

$6,000 and they were an Australian 

resident for taxation purposes for the full 

year and other lodgement thresholds did 

not apply to them. 

For a list of the reasons why a Centrelink 

client may need to lodge and for more 

information, go to www.ato.gov.au/individuals 

and enter ‘Lodging your tax return—home’ in 

the ‘search for’ box. 

There is also a ‘Do I need to lodge a 
tax return?’ tool on this page under 

‘Calculators, rates and forms’.

CENTRELINK
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CHAPTER EVENT REVIEW

REGIONAL ROUNDUP
Over 300 financial planning professionals attended the 

inaugural Bulls & Bears Ball on Saturday 25 June. The 

event was conducted by the South Australia Chapter, 

in conjunction with the Rotary Club of Adelaide. The 

focus of the evening was to raise much needed funds 

for Bedford Life Skills Programme and the Future2 

Foundation. The financial planning community dug 

deep to raise over $20,000.

On Monday 27 June, the Gold Coast Chapter hosted an 

evening for their young planners.  Australia’s first Winter 

Olympic Gold Medalist, Steven Bradbury, spoke at the 

event, sharing his amazing story of sporting achievement, 

critical injury and determination to fight back.  Proceeds 

from the event were donated to Mirikai (Palace of Peace) – 

Gold Coast Drug Council.

In Victoria, the Melbourne Chapter hosted a supporters’ 

function to recognise the valuable contribution of the 

Chapter’s supporters and to announce the new supporter 

opportunities for the next financial year.

Meanwhile, Geelong Chapter members attended their 

monthly lunch to hear Gerald Stack from the Magellan 

Infrastructure Fund present on infrastructure. Magellan 

also visited the Northern Tasmania Chapter to provide local 

members there with a macroeconomic update.

Over in Western Australia, Senator Mathias Cormann 

addressed 120 attendees at a Western Australia 

Chapter breakfast on Monday 4 July.  Building on the 

already strong relationship between Senator Cormann 

and the FPA, he reiterated his and the Opposition’s 

support for the FPA’s position on opt-in and insurance 

commissions in super. He also went on to emphasise 

that Government policy should not hinder consumers 

from accessing financial advice or make it less 

affordable.
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The last month has seen many Chapters involved in fundraising activities 
as well as educational updates for members.

AMP Services

Angove

BT Financial Group

Colonial First State

Coopers

Infocus Money Management

IOOF

Macquarie Private Wealth

Magellan Asset Management

MLC

Perpetual Investments

Praemium

Professional Investment Services

Russell Investments

Tower Australia

Vanguard Investments

THANK YOU TO OUR  
CHAPTER SUPPORTERS

Members of the South Australia Chapter helped raise over $20,000 for charity at the inaugural Bulls & Bears Ball.



EVENT CALENDAR
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PROFESSIONAL DEVELOPMENT EVENTS

CPD LIVE AND ONLINE
Part 1: Understanding ETFs and an introduction to their use

24 August, 12:00pm-1:30pm

Regulation changes are always a catalyst for review 

and revision of how industry participants pursue 

business models and/or product usage. This is 

occurring in the financial services industry globally 

as industry reform reshapes adviser behaviour and 

is anticipated to be the catalyst for the growth of the 

Exchange Traded Funds (ETF) industry in Australia.  

This first of a two part session, to be facilitated by 

Stuart McKibbin, Amanda Tang and Michael Ip of 

MLC ThreeSixty Research, will introduce ETFs, look at 

the substantial growth that is occurring, and identify 

different types of ETFs and the broad array of products 

that are now available on a global basis.

The various components of the ETF structure will 

be reviewed identifying key elements in the overall 

ETF framework that planners need to be aware of in 

investment decision-making. This session will also 

include an introduction to integrating ETFs into portfolio 

construction techniques.

This session will capture the following issues: 

Definitions - not all ETFs are the same; The Australian 

and global experience; What to look for when selecting 

an ETF; and Portfolio construction techniques.

Part2: Contemporary technical issues for planner and 
paraplanners on integrating ETFs in portfolios 

20 September, 12:30pm-2:00pm

Alpha and beta strategies in portfolio construction 

have been significantly enhanced through the 

development of the ETFs market. Regardless of where 

a clients’ lifestyle goals sit along the investment/

risk spectrum, the opportunity to access competitive 

portfolio construction and  performance outcomes 

at significantly lower costs and with enhanced 

transparency is a compelling advice offer for advisers. 

This second session on ETFs will explore how the 

rapidly developing ETF market in Australia dovetails 

nicely with the imminent regulatory changes in the 

advice market and provide advisers with an opportunity to 

enhance their clients’ investment experience. The session 

will explore various ways ETFs can be used in portfolio 

construction and maximising the attributes of ETFs. 

Working through asset class solutions, including the 

use of derivatives and portfolio protection strategies, 

will be touched on, as well as using ETFs in the SMSF 

environment.

Issues to be covered in this second session include: 

Asset class solutions; ETFs and derivatives; ETFs and 

SMSFs; and Developing protection strategies.

EVENTS AND PROFESSIONAL 
DEVELOPMENT CALENDAR: AUGUST 2011

Workshops: Sydney 16 August, Melbourne 18 August, 
Brisbane 23 August

Imagine a world where you didn’t have to worry 

about where the next piece of business was coming 

from. This popular and highly interactive one day 

workshop helps planners harness the power of 

referrals – the most powerful, cost-effective and 

targeted marketing tool for generating new business. 

You will be shown the essential communication 

techniques to purposely and confidently generate 

referrals.

This workshop is suitable for all planners wanting 

to generate new business without spending a cent on 

advertising.

Specifically, the program covers:

• How referral based business is the most targeted 

marketing you can do; 

• How ethics and emotional intelligence impact the 

quality of your relationships; 

• How to measure how referable you are with 

existing clients; 

• A new way of looking at client segmentation and 

network mapping; 

• Introducing the referral framework with your 

clients and keeping them engaged along the way; 

• An insight into how to develop relationships with 

accountants to generate new business; and 

• Simple tactics and techniques to purposely and 

confidently generate referrals.

The Referable Planner
FEATURED EVENT

For more information about 

Chapter events, contact: 

Vic and Tas
Fosca Pacitto – 02 9220 4537  

or fosca.pacitto@fpa.asn.au 

NSW, ACT and WA
Di Bungey – 02 9220 4503  

or di.bungey@fpa.asn.au

Qld and NT
Zeina Nehme – 02 9220 4508  

or zeina.nehme@fpa.asn.au

SA
Vicki Seccombe – 02 9220 4515 

or vicki.seccombe@fpa.asn.au

CHAPTER EVENTS

1 August

Geelong – Member Lunch

4 August

Sydney – Young Planners Evening

9 August

ACT – August Seminar

9 August

Newcastle – Breakfast Seminar

16 August

Melbourne – CPD Breakfast

18 August

Sydney – Western Sydney Breakfast

18 August

Wollongong – Breakfast Seminar

18 August

New England – Golf Day

18 August

Western Division – August Technical 

Workshop (Dubbo)

19 August

Northern Territory – Golf Day

19 August

Western Division – August Technical 

Workshop (Orange)

19 August

Sydney – Member Lunch

19 August

Mid North Coast – Charity Golf Day

22 August

Newcastle – Annual Golf Day

24 August

Sydney – August Seminar

31 August

Western Australia – Breakfast Seminar
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Email: matthewbrown@josman.com.au
Secretary: David Armstrong CFP®

National Australia Bank
Tel: (07) 5581 2282

Mackay
James Harris CFP®

Chairperson
Tel: (07) 4968 3100
Email: james@brownbird.com.au
Secretary: Bev Ferris
Latitude Financial Planning
Tel: (07) 4957 3362
Email: bev@lfpmackay.com.au

Rockhampton/Central Qld
Chapter contact: Zeina Nehme
Tel: (02) 9220 4508 

Sunshine Coast
Greg Tindall CFP®

Chairperson 
Tel: (07) 5474 1608
Email: greg.tindall@macquarie.com
Secretary: Natalie Martin-Booker 
Greenhalgh Martin Financial Planning
Tel: (07) 5444 1022
Email: natalie@gm-financial.com.au

Toowoomba/Darling Downs
John Gouldson CFP®

Chairperson
Tel: (07) 4639 2588
Email: johng@dp.net.au
Secretary: Paul Ratcliffe CFP®

Tynan Mackenzie
Tel: (07) 4548 0700
Email: pratcliffe@tynmack.com.au

Townsville
Chapter contact: Zeina Nehme
Tel: (02) 9220 4508

Wide Bay
Naomi Nicholls AFP
Chairperson
Tel: (07) 3070 3066 Fax: (07) 4152 8949
Email: naomi.nicholls@cba.com.au

SOUTH AUSTRALIA
MLO: Vicki Seccombe
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4515 Fax: (02) 9220 4582
Email: vicki.seccombe@fpa.asn.au

Adelaide
Carl Wilkin CFP®

Chairperson
Tel: (08) 8407 6931
Email: carl_wilkin@mlc.com.au
Secretary: Barry Strapps
Asteron
Tel: (08) 8205 5332

NORTHERN TERRITORY
MLO: Zeina Nehme
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4508 Fax: (02) 9220 4582
Email: zeina.nehme@fpa.asn.au

Darwin
Glen Boath CFP®

Chairperson
Tel: (08) 8941 7599 Fax: (08) 8942 3599
Email: glen.boath@ridarwin.com.au
Secretary: Marie-Clare Boothby
All Financial Services
Tel: (08) 8980 9300

WESTERN AUSTRALIA
MLO: Di Bungey
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4503 Fax: (02) 9220 4582
Email: di.bungey@fpa.asn.au

Pippa Elliott CFP®

Chairperson
Tel: (08) 9221 1955 Fax: (08) 9221 1566
Email: pippae@momentumplanning.com.au
Secretary: Steve Dobson AFP 
Mal Dobson & Associates
Tel: (08) 9455 4410

TASMANIA
MLO: Fosca Pacitto
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4537 Fax: (02) 9220 4582
Email: fosca.pacitto@fpa.asn.au

Hobart
Todd Kennedy
Chairperson
Tel: (03) 6233 0651 Fax: (03) 6245 8339
Email: todd.kennedy@mystate.com.au

Northern Tasmania
Kim Harper
Chairperson
Tel: (03) 6331 6459 Fax: (03) 6334 6709
Email: kim@quadrantsuper.com.au

FPA CONTACTS AND CHAPTER DIRECTORY

CHANGES: Please advise of alterations to the list through Vicki Seccombe at vicki.seccombe@fpa.asn.au

DIRECTORY
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We don’t examine stocks in a stock standard way.

At Fidelity we believe that the closer you look the more you fi nd. That’s why we place such importance At Fidelity we believe that the closer you look the more you fi nd. That’s why we place such importance 

on our forensic approach to investing. We look at everything from multiple angles, all the time. on our forensic approach to investing. We look at everything from multiple angles, all the time. 

Our global resources allow us to regularly review every company we invest in, and then follow up by Our global resources allow us to regularly review every company we invest in, and then follow up by 

meeting with their suppliers, distributors and competitors. In fact, we review 90% of the world’s meeting with their suppliers, distributors and competitors. In fact, we review 90% of the world’s 

largest companies every 90 days. Fidelity’s rigorous approach provides the microscopic, in-depth largest companies every 90 days. Fidelity’s rigorous approach provides the microscopic, in-depth 

information that delivers results and enables advisers to focus on the big picture.information that delivers results and enables advisers to focus on the big picture.

Better research. Better minds. Better ideas. To know more, visit www.fi delity.com.auBetter research. Better minds. Better ideas. To know more, visit www.fi delity.com.au
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